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114 COMPANIES MEMBERS — 
OF NEW INLAND MARINE 
ASS’N FORMED IN NEW YORK 


Leaders of This Business Organize 
to Stabilize Forms, Commissions 
and Premium Rates 


CONTROL FOUR LINES NOW 


Tourist Floater, Jewelry Floater, 
Jewelers’ Block and Parcel Post 
Lines First to Be Regulated 








After several months of earnest effort 
those fire companies desiring greater sta- 
bilization and standardization of inland 
marine forms, rates, commissions and 
so forth have reached their goal. On 
Monday of this week at a general meet- 
ing of inland marine underwriting offices 
in New York City, the Inland Marine 
Underwriters’ Association was formally 
organized and will start to function soon 
as a regulatory and supervisory body 
over many of the most important inland 
marine lines. 

For the present the new association 
will have jurisdiction over only those 
lines in the inland marine Classification 
which are already subject to control to 
some degree. These are the tourist float- 
er risks, jewelry floaters and personal 
furs, jewelers’ block policies and parcel 
post covers. It is planned to extend 
the jurisdiction of the associations over 
other lines as rapidly as such control 
can be effected. It is recognized, how- 
ever, that. certain forms of inland ma- 
tne insurance are not amenable to 


standardization and therefore supervision 
over these will be limited. 


New Policies to Be Issued 


New policy forms and rates will short- 
ly be issued on those coverages which 
the new association will take control of 
immediately. The changes to be made 
by the executive committee will not be 
extensive and will represent a comprom- 
ise of the various suggestions offered by 
members. 

The new association starts with a 
membership of 114 inland marine writing 
Companies and these include not only 
most of the leaders in this field but those 
msurers representing a large majority of 
the inland marine facilities. Unless most 
of the big writers had consented to join 
this organization the mdvement would 
have failed as a minority body could not 
effectively stabilize the market. 

lans for organizing this association 
Were formulated many months ago. Com- 
Petition in inland marine underwriting 
ad become severe and more than one 
company was lowering rates or broad- 
‘ning policy forms beyond the point 
Which was considered safe by most un- 
of eters. In order to remove some 


Place inland marine underwriting, now 
(Continued on Page 32) 
































PHOENIX 


Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 148 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








DEPENDABLE Excellent Service and Facilities 


™ PHOENIX 


Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 
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this disastrous competition and to. 








A HAZARDLESS 
INVESTMENT 


Lite insurance during the last year has 
had a steadying influence, and a strong educative 
influence, through its teaching the public that a life 
insurance contract is a hazardless investment, safe to 
buy, safe to hold, and safe to rely upon in the circum- 
stances for which it was originally taken. In this 
desirable work the necessity for thoroughly trained 
underwriters becomes more and more evident. From 
being merely a stopgap against family adversity, as a 
few years ago it chiefly was, it has become one of the 
mightiest agencies of national security and progress. 


Scientific recruiting, practical training and effective 
supervisory cooperation produce underwriters equipped 
for the institution’s duty and service to the public. 





Wm. A. LAW, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 
J. V. E. Westfall, Vice President 


THE PENN MUTUAL LIFE INSURANCE CO. 
. Philadelphia 


Independence Square Founded 1847 

















HENRY MANDELL, REAL ESTATE 
OPERATOR, GETS $1,000,000; 
NOW CARRIES $3,000,000 


Former East Side Boy Now One of 
New York’s Biggest 
Operators 


MAX J. HANCEL WROTE CASE 








New Huge Projects on Seventh 
Avenue Show Mandell’s Con- 
fidence in Outlook 


A former East Side New York boy 
who in a few years has become one of 
the biggest real estate operators in the 
Metropolis, is also now one of the most 
heavily insured lives in the country. This 
is Henry Mandell and he has just had 
issued on his life an addition $1,000,000 
of life insurance, making his total insur- 
ance $3,000,000. The agent handling the 
business was Max J. Hancel of the Louis 
Reichert agency of the Travelers. 





Mr. Mandell and Mr. Hancel grew up 
together on the East Side of New York 
City. Mr. Hancel has been writing in- 
surance on Mandell’s life ever since the 
latter was a clerk in a real estate office. 
Mr. Mandell has become one of the most 
daring operators in real estate in the 
city. He was one of the first to start 
big scale building operations in the re- 
cent development of the Grand Central 
zone, having built the Pershing Square 
building. 


Twelve Companies on Line 


Mr. Mandell’s latest line of $1,000,000 
of insurance was taken out in connection 
with a huge building project by the 
Seventh Avenue Holding Corporation, 
one of Mr. Mandell’s companies. The 
life insurance will be part of the security 
back of the purchase of large’ parcels 
of land on Seventh avenue between 
Fourteenth and Twenty-third streets. 
Mr. Hancel says that these building proj- 
ects and the purchase of a large amount 
of life insurance at this time when most 
people are talking about the business de- 
pression, are characteristic of Mr. Man- 
dell’s confidence in the real estate situ- 
ation and the prospects for a return to 
a condition of prosperity which will fulty 
justify the undertakings. 

Twelve life insurance companies in’ the 
United States and Canada particivated in 
the writing of the latest $1.000.000 of 
the Mandell line. In these times when 
the companies are giving special scru- 
tinv to large lines of insurance the ad- 
ditional $1.000.000 on Mr. Mandell was 
obtained without difficulty. 

Ty Mr. Hancel’s opinion Mr. Man- 
dell is in line to become one of the 
most heavily insured men in the countrv. 
His real estate onerations are on such 
a huge scale and his resources and af- 
filiations in business are such that a verv 
laree amount of business insurance could . 
still be placed on his life. 
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An Announcement 


The Manhattan Life’s “Readjustment Period Policy” has 
already taken - its place among the Company’s best sellers. We 


give below a brief outline of the policy: 


At death: a monthly income of $10 or more. This 
income can be for a period of from 5 to 20 years. 
The monthly income is guaranteed for the years 
selected regardless of when the insured dies. 


Upon expiration of the monthly income payments, a 
lump sum is paid to the beneficiary. 


Example: An applicant may apply for monthly in- 
come of $100 for a period of nine years plus a cash 
payment of $2,500 one month after payment of last 
monthly income check. 


Our new policy is truly a “Readjustment Period Policy” in 


that it is so flexible that it will meet the needs of any prospect. 





THE MANHATTAN LIFE INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York, N. Y. 


Founded 1850 


Tuomas E. Love Joy, President 
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UNTON CENTRAL LIFE CONVENTION 





Each Session Crammed 
With Live Sales Ideas 


OFFICERS ON THE PROGRAM 





Three Days’ Meeting Devoted to Topics 
“Our Company,” “Our Agents” 
and “Our Policyholders” 





More than 800 agents and their wives 
of the Union Central Life packed the 
ball room of the Sinton Hotel, Cincinnati, 
last week for the three-days’ convention 
of the company which was marked by 
addresses and demonstrations of great 
educational and inspirational value. The 
New York agency of Charles B. Knight 
alone chartered a special train to the 
home office city and brought almost 100 
producers to the convention. Many 
agents from nearby cities and towns 
drove in and some came by automobile 
from points as far as Denver and Los 
Angeles. 

The convention was given a three-fold 
theme—“Our Company, Our Agents, arid 
Our Policyholders,” and each day’s ses- 
sions were devoted to one of these three 
themes. 

The first session devoted to “Our Com- 
pany” started off smartly in traditional 
fashion with a singing fest led by Wal- 
ter Tougas of the Boston agency and 
W. Gray Harris, pianist, and general 
agent at Worcester, Mass.—two veteran 
entertainers without whom no Union 
Central convention could be deemed 
complete. 

Following the singing of “Alouette,” 
the Union Central’s favorite convention 
song, John L. Shuff welcomed the as- 
senibled Union Central family in a 
typically cordial fashion. Mr. Shuff, who 
was until January 1, 1930, for many 
years a successful manager of the com- 
pany’s home office agency, is now devot- 
ing his entire efforts to personal produc- 
tion. He is a director of the company. 

President Clark Welcomes Agents 


President Jesse R. Clark, Jr., presided 
at the opening session and addressed the 
convention following Mr. Shuff’s wel- 
come. This is the second Union Central 
convention since Mr. Clark became 
president in, December, 1928. Mr. Clark 
complimented the whole field force on 
the remarkable way in which it has sus- 
tained its business during the summer 
depression, notably in the months of 
June and ‘July when company records 
were broken. He reaffirmed the policies 
which he declared last year at Los An- 
geles would mark his administration as 
head of the company and repledged the 
support of the Union Central to its field 
forcee—one of the most loyal in exist- 
ence. 

A. R. Edmiston, for many years gen- 
tral agent of the company at Lincoln, 
Neb., read a memorial to those members 
of the field force who have died since 
the Los Angeles convention in 1929. This 
Memorial was prepared by a committee 
consisting of Mr. Edmiston, chairman: 
general Agent J. E. Lee, Dallas; General 
Agent Martin E. Schryver, Polo, Ill., and 
Manager James M. Woodhouse, Boston. 
Mentioned in the memorial were the 
names of John E. Dunn, former general 
agent at New Haven; Reed B. Teitrick, 
ormer general agent at Harrisburg, Pa.; 

BR. Eaton, former financial corre- 
Spondent at Fargo, N. D.; L. C. Miller, 
former financial representative at Salt 
Lake City. 

Prolonged applause greeted Jerome 

ark, superintendent of agencies, as he 
took the platforni to introduce to the 
Convention the Union Central managers 
and general agents who have been ap- 
hointed since the last convention. These 
are: 

A. Rushton Allen, manager, Philadel- 
Dhia; Jos. P. Devine, general manager, 
home office agency, Cincinnati; B. A. 


President Jesse R. Clark, Jr., Tells 


Ot Improved Investment Situation 


Congratulating the field force of his 
company “for the masterful way in which 
you have kept up your production dur- 
ing this trying period,’ Jesse R. Clark, 
Jr., president of the Union Central Life, 
gave the agents assembled in conven- 
tion at the home office a figurative pat 
on the back. He referred with pride to 
the way the Union Central agency or- 
ganization broke all company records for 





JESSE R. CLARK, JR. 


submitted applications during the month 
of June, 1930, in the midst of general 
business depression. 

“We are proud of you for what you 
have done, and we have the greatest 
confidence that you will continue to make 
history this fall, when general business 








in all probability will show signs of re- 
covery,” Mr. Clark said. 

Optimism over the outlook for com- 
panies which invest largely in mortgage 
loans was voiced by the Union Central 
chief. “The financial condition of the 
company is very sound,” he said. “The 
prolonged deflation in farm values is 
putting our investment policy through 
the severest test we have ever had; but 
liquidation of holdings is proceeding in 
a very satisfactory manner, and it is our 
observation that we are having more 
than usual success along this line. Our 
net profits from sales run into big fig- 
ures, but as most of them are on con- 
tract, we are following the conservative 
policy of carrying those profits in the 
contingency reserve account until they 
are realized in cash. - 

“The life of every business is in its 
selling: organization, and the idea of sell- 
ing is so prominent in this age that we 
apply it to other things than business,” 
President Clark continued. “We have 
such expressions as ‘sold on the idea’ 
and other similar ones. It seems to me 
one of the greatest tributes to the sell- 
ing profession is that we have selling 
terms and ideas applied to things that 
have nothing to do with ‘salesmanship. 

“In other businesses the head office 
does not have the close contact that we 
in the life insurance business have with 
each sale, and with the salesman. In 
each article we sell we know the name 
of the buyer and the salesman and this 
means a great deal to us as compared, 
for instance, to a manufacturer grinding 
out his product for an impersonal sales 
organization and an impersonal group of 
purchasers. As a result of our close 
contact with you we are in a position 
to appreciate all the more your achieve- 
ments. I look upon the agents of the 
company as the best friends I have, and 
it is an inspiration and a pleasure to 
gather with you ‘each year for a con- 
vention session.” 








Wiedermann, manager San _ Antonio 
agency; James M. Woodhouse, manager, 
Boston; George W. Schoeffel, manager, 
Portland, Ore.; Harry McNamer, man- 
ager, Louisville; Frank J. Dunn, just 
appointed manager at New Haven, to 
succeed his father who died recently; 
Judd Benson, manager, Kansas City; J. 
Henry Hooper, manager, Baltimore; 
Paul R. Teitrick, manager, Harrisburg; 


Earl C. Agan, manager, Springfield, 
Mass. ; John L. Stewart, manager, Hunt- 
ington, W. Va.; Joe Whalen, manager, 


Spokane. B. C. Sasse, manager, Corpus 
Christi,-was unable to attend because of 
a recent serious illness. 

TreaSurer Robert M. Green gave a 
resume of the financial condition of the 


(Continued on Page 13) 





CHARLES B. KNIGHT 


JOHN L. SHUFF 


Sees Prospecting As 
Big Problem for 1930 


JEROME CLARK STIRS AGENTS 








Closes Convention With Masterful State- 
ment of Situation and Methods of 
Meeting Conditions 





“I cannot assert too strongly and with 
too much emphasis my belief that if last 
year’s problem in the life insurance 
business was salesmanship, this year’s 
problem is prospecting,” declared Jerome 
Clark, superintendent of agencies of the 





JEROME CLARK 


Union Central Life, in an inspirational 
talk which brought to a close the annual 
agency convention held in Cincinnati 
last week. 

“Last year and the year before,” Mr. 
Clark said, “the problem of life insur- 
ance marketing was largely one of sales- 
manship. Most people were prosperous. 
More people were making more money 
than they were spending. There was 
the hottest kind of competition between 
all organizations with goods to sell. Our ~ 
own problem was so to perfect our sales- 
manship that life insurance secured its 
share of the average man’s savings. Al- 
most everybody was a prospect. The 
only question was: Could we sell that 
prospect? 

“If we are to meet present conditions 
successfully I am certain that we shall 
have to change our program. The finan- 
cial reaction of the past year has not 
hurt life insurance. The result of that 
reaction is that life insurance stands 
higher in_ the public regard this year 
than it did last year. There is less sales 
resistance to life insurance in 1930 than 
in 1929. The only thing that has changed 
is the country’s cash position. The big 
job for the next twelve months is td 
ferret out those who can pay for the 
policies we have to offer. Folks. what is 
it that makes it possible to sell life in-- 
surance? It is not necessarily prosperity. 
The thing that makes life insurance ab- 
solutely necessary is change. Irrespec- 
tive of business inflation or deflation, 
when we find a man whose social or 
economic position is changing, we have 
uncovered a prospect for life insurance. 

hen we open the newspapers and look 
at the list of marriage certificates, it is 
a change in family responsibilities that 
makes these people prospects. When 
we turn to the list of mortgages filed, 
we know that many of these buyers did 
not owe a dollar yesterday but today 
have assumed a_ large indebtedness. 

(Continued on Page 5) 
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AN UNUSUAL OPPORTUNITY 


In an unusual growing general agency of acknowledged merit which 
is accomplishing results, there is an unusual opportunity for a man to 
become general production manager of full time men. 


: This Agency will continue to grow, even if it does not get as able a 
man as it now feels it needs. It is ambitious to grow more rapidly, which 
is the reason for this opportunity. New York City experience is preferable, 
but not essential. College education also preferred but not necessary. 


Requirements for this position include: 
(1) Past performance of at least reasonable personal production. 


(2) Past performance in inducting and developing new full time 
men who have become reasonably successful. 


(3) Ability to demonstrate salesmanship in the “other man’s” office by 
“closing” difficult cases for new men. 


(4) Ability and disposition to “get along” with people, and to bind 
men to the agency by ties of loyalty and friendship. 


(5) A tremendous industry, capacity for long hours, dependableness, 
initiative to make plans and responsibility to execute them. 


- (6) Character, integrity and financial stability. (No capital required.) 


Compensation will be made agreeable to a man whose earnings have 
been substantial, on a salary and contingency basis. Inasmuch as this 
position requires a life underwriter of the above experience and we have 
no desire to disturb present mutually satisfactory connections, it would be 
much better taste to consult your agency principals and obtain their con- 
sent before investigating this matter. Our personnel has been advised of 
this advertisement. 








Write in strict confidence to Box X, The Eastern Underwriter, 110 
Fulton Street, New York, giving full details as to age, experience in life 
insurance and previous experience, education, clubs and fraternities, past 
and present production and earnings. etc. Interviews will be arranged with 
the more satisfactory applicants. 
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UNION CENTRAL LIFE CONVENTION 





Terminations Equal 
Insurance in Force 


OF NEW TO REPLACE OLD 





60% 





Charles Hommeyer, Vice-President of 
Union Central, Lays Great Lapse 
Largely to Twisters 





Terminations of all life insurance writ- 
ten since the beginning of the business 
in America aggregate one hundred bil- 
lion dollars—or duplicate in amount the 
total amount of insurance in force to- 
day, according to Charles Hommeyer, 
vice-president of the Union Central, who 
made this startling disclosure before 
company agents and officials who met in 
convention at Cincinnati last week. ; 

There is more than a coincidence in 





CHARLES HOMMEYER 


the one hundred billions in force and 
the one hundred billions terminated, he 
continued, for only twelve and a half 
billions of the insurahce terminated was 
paid in death claims and maturing en- 
dowments. In other words, the startling 
fact remains that one-seventh of the or- 
dinary or but one-eighth of the com- 
bined ordinary and industrial insurance, 
which has terminated in the past, con- 
tinued in force long enough to fully 
complete the ultimate purpose for which 
presumably it was written. During 1929 
It required 60% of the new business 
merely to replace the amount terminated. 
The blame for this deplorable waste 
was laid to several causes. Mainly the 
twister” and in a measure the zeal and 
urge for new business of all the com- 
panies. The guilt of the life insurance 
Parasite, the “twister,” was not lessened 
when Mr. Hommeyer pointed out that a 
few companies and representative under- 
Writers among many American compa- 
Mies are yielding to a prevalent disposi- 
tion to conform at the same time recog- 
Nizing ethical codes’ in principle. 
_ “Muck has been said and written dur- 
ing the past year concerning the one 
hundred billions of life insurance now 
in force in the United States,” said Mr. 
lommeyer, “and of its tremendous sig- 
nificance to the economic and social wel- 
are of present and future generations. 
There is, however, another side to this 
8teat shield of insurance protection that 
affords less cause for congratulations, for 
the much-heralded hundred billions now 
i force is in reality the second hundred 
billions of legal reserve life insurance 
Sold to the American public. 


In reviewing the progtess and records . 


of the American companies now in ex- 

'stence, I was surprised to discover that 

their aggregate terminations from the 
(Continued on Page 11) 


Prospecting Big Problem For 1930 


(Continued from Page 3) 


Where there is a financial change of this 
character, there is a need for insurance 
coverage. The new forms reflect the 
change in kaleidoscope. of community 
life. Men who are promoted in business 
are good prospects because of their 
change in social and economic positions. 
A man’s death often opens up a need 
for life insurance among the heirs be- 
cause of the changed financial conditions. 

“And in the same way this depression 
which gives us some concern is really 
a change. As a matter of fact, on ac- 
count of the depression we are able suc- 
cessfully to sell life insurance to some 
persons whom we could not have ap- 
proached a year ago. 

“The point I am driving at is that the 
real fundamental needs and’ impulses 
which result in life insurance are with us 
today just as strongly and powerfully 
as ever. Present conditions have not in- 
fluenced our market one iota. The only 
thing to worry about is whether that 
market has the money to buy. 

“So let us not lose our perspective in 
this matter. Let us admit readily enough 
that a certain number of people have 
been affected. But let us not think for 
a minute that there does not exist a 
broad group whose ability to buy is as 
strong as it ever was.” 

Meeting Depression Objection 

Mr. Clark cautioned against permitting 
prospects to use the business depression 
as a sales defense. He said: 

“The life insurance agent by profes- 
sion is a mixer. He comes in contact 
with all sorts of businesses. He knows 
a great deal about his client’s personal 
finances. He is familiar with their busi- 
ness set-ups and whether their business- 
es are prospering. Quite naturally there 
is a great deal of business pessimism at 
the present time. Our prospects magnify 
this in order to create a sales defense. 
One man tells you of the number of 
employes he has had to let out. Another 
says that his business is only running 
30% of capacity. Another tells you how 
much in the red he is so far this year. 

“Tnasmuch as we all must come in con- 
tact with viewpoints, it is very difficult 
not to become innoculated with this pes- 
simism and to come to the conclusion 
that if all these businesses are faring so 
badly, surely the life insurance business 
must be nothing short, of terrible. It 
seems to me that instead of accepting 
other people’s opinions about. the~ life 
insurance business, we who are in it and 
know about it should sit down and form 
our own judgment as to just how we are 
affected by current conditions.” 

Mr. Clark reiterated his ten year pro- 
gram of growth which he first declared 
at the Los Angeles agency convention 
of the Union Central in 1929. He said: 

“T am convinced of the value of a ten 
year program for every man in the field 
selling life insurance, and I am con- 
vinced that the planning and growth he 
will give that program are the best busi- 
ness investments a life insurance man 
can make. The extent of the careers 
you will build for yourselves during the 
next ten years can be no greater than 
the material you build into those careers. 
A growing career in life insurance can 
only be accomplished by a correspond- 
ing growth in the three materials which 
make up life insurance work. What are 
these materials? 

Three Materials in Growth 

“First, there must be a growth in your 
market. The institution of life insur- 
ance has the world for its market, -but 
let no individual comfort himself that he 
has no marketing problem. An individu- 
a! underwriter’s market is limited to the 
number of people he can ferret out who 
need life insurance, who are eligible for 
it and who can pay for it. Among these 


his market is limited to the number he 
can see, and further limited to the num- 
ber he will see. Not a simple thing, 
this individual market, and yet as I 
pointed out before, perhaps the most 
important problem we have for the next 
few months or so. 

“In the second place, there must be 
an increasing skill in coping with that 
market, making every year count in in- 
creasing your effectiveness before the 
prospect, in developing your salesman- 
ship to the point where next year you 
will be closing the man whom this year 
you missed. 


“Then, in the third place, a growing 
career in life insurance is fashioned by 
giving some thought as to the means 
that may be employed to increase the 
amount of your average sale. When the 
skill of the Egyptian architect reached 
the point when he was ready to attempt 
an outstanding monument, he did not 
build the pyramids out of brick, he built 
them out of massive slabs commensurate 
with the edifice. 


“There is nothing whatever new in this 
viewpoint. Everyone who has attempted 
to analyze sales success, every sales serv- 
ice which has endeavored to build a 
routine which would help the salesman 
has ended up with these three points 
because they are inevitable. 

“T haven’t much sympathy with the 
man who sees these statistics of calls, 
interviews and applications as drudgery. 
I haven’t much sympathy for the man 
who looks at his records for the pre- 
vious week and comforts himself that 
while he didn’t sell any business, he 
really made $56 because his calls were 
worth so much per. These are the paper 
profits of the business and somehow the 
paper profits have left a bad taste since 
last November. These figures are the 
life of our business. They are not the 
record of the past, they are the for- 
mula for the future.” 

Mr. Clark recalled that last summer 
his golf club sent him a notice saying 
that a moving picture man would take 
pictures of the members’ golf swings so 
they could see the things they were 
doing improperly and correct them. He 
emphasized strongly that life underwrit- 
ers should take as great pains in analyz- 
ing how they address clients as golf 
players take in analyzing the way they 
address the ball. In closing Mr. Clark 
said: 

“Let’s touch the study of our market, 
our salesmanship and our sales stature 
with a vision for the future. I commend 
this to you most earnestly because these 


“things are the stuff that careers are 


made of. 

“T believe in a ten year program and 
a constant growth in that program. I 
believe that careers tomorrow are built 
out of self-analysis now. I believe that 
that self-analysis should cover our mar- 
ket and our salesmanship and an effort 
to increase the size of our policies. I be- 
lieve that careful prospecting will solve 
the present depression. I believe that 
our company’s service program is second 
to none. I believe in the soundness of 
our financial structure. I believe in the 
companys’ leadership whether it be in 
service, contract or cost. In other words 
I believe in the destiny of this com- 
pany. And finally, I believe in you.” 

The applause and enthusiasm which 
greeted Superintendent Clark’s speech 
was even greater than the tremendous 
ovation given him following his address 
at the Los Angeles convention last year. 
Amid thundering cheers, the assembled 
agents pledged in turn their belief in 
Superintendent Clark and their willing- 
ness to adopt his program. The meeting 
was adjourned immediately after this 
speech. 


Business Purchase 
Agreement Approach 

DEFINED BY A. RUSHTON ALLEN 

Two Methods—“Will Approach” and 


“Survivorship Approach”; How to 
Handle Interview 








“There are two entirely different ways 
of making the approach and presenta- 
tion of the business purchase agreement 
and the life underwriter should use one 
or the other without confusing the two,” 
declared A. Rushton Allen, manager, 
Philadelphia, an expert on this subject 
in his talk before the home office con- 
vention at Cincinnati last week. 

One of these approaches Mr. Allen 
terms the “will approach” and the other 





A. RUSHTON ALLEN 


the “survivorship approach.” ‘The first 
follows: ; 
“Good morning, Mr. Prospect. I pre- 


sume that you as a successful business 
man, have properly arranged your will 
so that it is up-to-date and conforms to 
current conditions?” 

The prospect may answer “yes” or 
no” and in either case the agent con- 
tinues, “I was wondering what arrange- 
ments you have made for the disposition 
of your interest in this business through 
your will.” 

“What do you mean?” is the usual 
answer and if the man answers he is im- 
mediately on the defensive and all you 
have to do is to follow through with your 
presentation. The survivorship approach 
follows : 

“Good morning, Mr. Prospect, if some- 
thing should happen to your associates 
in your business, how do you propose 
to carry on the business and deal with 
the widow of the associate? Do you 
propose to take the widow into the busi- 
ness relationship with you?” : 

Preparing for Interview 


You must arrange before you go to 
see the man just exactly what your pres- 
entation is going to be—whether you are 
going to approach the man as a business 
associate who is going to pass away or 
one who is going to survive, Mr. Allen 
said. “Unless you do this, you are go- 
ing to confuse your prospect. If you 
start out with what I call the ‘will ap- 
proach,’ stick to it. It he does not like 
it, turn around and get him in the other 
direction. : 

“At this point there are two things 
that you might do. One, you might start 
selling a plan for this man to liquidate 


_ his business or you might start to sell 


life insurance. My plan is to sell the 
(Continued on Page 10) 
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Following Up Clients 
Agents Greatest Need 


SAYS 





WENDELL F. HANSELMAN 





That Merit of an Action Is in Finishing 
It to the End Shown by 
Actual Cases 





“The merit of an action is in finishing 
it to the,end and that applies whether 
the job be that of conquering Asia in 
the twelfth century or building a life 
insurance clientele in the twentieth,” de- 
clared Wendell F. Hanselman, assistant 
superintendent of agencies for the Union 
Central, in his talk on “Servicing Policy- 
holders” before the company convention 
in Cincinnati last week. 


Mr. Hanselman took his theme from 
the story of Genghis Kahn, famous Mon- 
gol conqueror of the twelfth century who 
subdued all of Asia and part of Europe 
simply by following this axiom in his 
military campaigns. Applying the theme 
to life insurance today, Mr. Hanselman 
showed that the man who would build 
a clientele in the life insurance business 
must follow every policyholder through 
to the end. 


Illustrating the thing that often hap- 
pens when agents fail to follow up their 
clients, he read a letter from a Union 
Central policyholder who only recently 
matured a twenty-year endowment for 
$5,000. This policyholder wrote a letter 
of thanks to the home office declaring 
his satisfaction and saying that he would 
have bought all his insurance in the 
Union Central had it not been for the 
fact that no Union Central agent had 
called on him after this first twenty- 
year endowment had been sold him. Sub- 
sequetly he had purchased eleven poli- 
cies. Assuming conservatively that the 
average size of each was $5,000 and 
again conservatively that they were all 
of the lower plan of ordinary life, Mr. 
Hanselman showed it cost this agent ap- 
proximately $1,200 in first year and re- 
newal commissions, as the result of this 
one case in which he forgot that the 
merit of an action is in finishing it to 
the end. He pointed out further that 
this was just the agent’s loss in one 
case and it must be multiplied by the 
many similar instances in which he prob- 
ably was equally neglectful of his re- 
sponsibility to his policyholders. 

Mr. Hanselman emphasized that the 
agent owes a moral duty to his client 
and that the responsibility begins the 
moment the man becomes a policyholder. 
He emphasized the dozens of changes in 
men’s personal situations which might 
require constant service and attention 
from their insurance advisers, and point- 
ed out that not only does the agent 
lose where he fails to follow up his case 
but the policyholder is apt not to get 
the fullest benefit from his insurance. 


Emphasizing that Union Central agents 
should make the most of their policy- 
holders’ service month in October, he 
pointed out that the company last year 
sold 44'% of its new business to old pol- 
icyholders and named several Union Cen- 
tral agents who have sold from 50 to 
60% of their business or more on old 
policyholders, showing what a tremen- 
dous opportunity most agents overlook 
in failing to follow up their policyhold- 
ers. : 

Mr. Hanselman is a graduate of the 
University of Michigan who spent sev- 
eral years on the editorial staff of the 
Cincinnati “Enquirer” and the Cincin- 
nati “Times-Star.” In 1924 he came to 
the Union Central as editor of the 
“Agency Bulletin” and in 1926 was ap- 
pointed as head of the sales promotion 
division. He was named director of sales 
promotion in 1929 and elected assistant 
superintendent of agencies in January, 
1930, becoming one of the youngest life 
agency officers in the country at the age 
of twenty-eight. Mr. Hanselman has 
done valuable experimental work in di- 
rect mail and is in full charge of the 
company’s publicity, advertising and ad- 
vertising literature. 


Regional Conventions 
Planned for Future 


SUCCEEDS ONE BIG MEETING 








First Meeting at Palm Beach im Janu- 
ary; Form $500,000 Club for 
. Agents 





Two important announcements which 
met the immediate and enthusiastic ap- 
proval of the 800 agents assembled at 
the home office of the Union Central Life 
last week were: (1) the formation of a 
Union Central $500,000 Club for all 
agents paying for that amount of busi- 
ness in a calendar year and (2) a sys- 
tem of regional conventions next year to 
replace the large general convention hetd 
in the past. 

A committee composed of Alvin J. 
Lehman, Cincinnati, chairman; Manager 
Charles B. Knight, New York, and E. H. 
Cason, Greenville, Miss., was appointed 
at the Thursday morning session of the 
convention to decide on details and an- 
nounced that afternoon that the first 
meeting of the club would be held be- 
tween January 15 and 20 at Palm Beach, 
and the qualification period for this trip 
was the calendar year of 1930. 

So enthusiastic was the approval of 


this plan that a number of agents 
dodged convention sessions and went to 
call on prospects in Cincinnati, in an 
effort to reach the $500,000 mark by De- 
cember 31. Most successful was Francis 
Miller, Baltimore, who reported an ap- 
plication for $25,000 on the life of an old 
classmate the last morning of the con- 
vention. Mr. Miiler is a new man in 
the business but has made an exception- 
al record since coming to Baltimore, in 
May, 1930. 


The regional conventions will be held 
annually during September. The coun- 
try will be divided geographically into 
several districts for convention purposes. 
Meetings in each district will be held at 
carefully selected resort locations chosen 
for convenience and physical attractive- 
ness. The meetings will be held con- 
secutively and each will last two days. 
They will be attended by all duly quali- 
fied agents in the region. All programs 
will be arranged so that each regional 
will accord the same inspirational and 
educational material of practical value to 
the men in thte field. 

It is believed the regional conventions 
will increase the already desirable bene- 
fits now derived from the company’s gen- 
eral conventions and at the same time 
will permit a larger number of agents 
to enjoy them. Exact dates of the re- 


POLICYHOLDER VS. CLIENT 





H. E. Belden, Jr., New Orleans, Former 
Automobile Salesman, Makes Suc- 
cess in Insurance 


“A policyholder is merely someone to 
whom you have sold insurance, but a 
client is one who regards you as his in- 
surance advisor, one who refers you to 
his friends, and one who would not think 
of buying insurance without first ascer- 
taining your opinion,” declared Henry E. 
Belden, Jr., of the New Orleans agency 
of the Union Central Life, in a speech 
on the value of a clientele given before 
the Union Central Convention last week. 

Mr. Belden was formerly an automo- 
bile salesman who was so impressive 
in that line that James M. Smither, man- 
ager of the Union Central’s New Or- 
leans agency, to whom Mr. Belden sold 
two of his cars, convinced him he ought 
to be in life insurance. Mr. Belden wrote 
$300,000 his first eight months. He then 
left the Union Central to become gen- 
eral agent for another company but re- 
turned after two years’ absence in Jan- 
uary, 1930, to his old love. 








gionals and the locations where these 
meetings will be held will be announced 
later. 











now being erected at 

















Irving Trust Company Building 


One Wall Street, New York 





In discussing the matter with a client, our Trust Officers always endeavor 
to determine the total income necessary for the adequate protection of his 


dependents. Then it is that the necessity for taking out additiona/ life insur- 
ance is clearly demonstrated. 


Life Underwriters who feel that copies of this folder might assist them 
in their own solicitation work may obtain them by writing to our Trust 
Business Extension Department, in the Woolworth Building. 


IRVING TrRusT COMPANY 


New York. . 








“WHat Will_A 


Life Insurance Trust Do 
For My Family And 
kor Me2” 


Nine different answers to this important ques- 


tion are given in a folder just published by the 
Irving Trust Company. 


The folder has been prepared to arouse the 
interest of life policyholders and prospects in 
the subject of a life insurance trust and to stim- 
ulate them to request further information. 
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Fidelity Mutual Agents 
Win Coveted Trophies 


UNDERWRITING ACHIEVEMENTS 





Karl Collings of Philadelphia Wins Presi- 
dent’s Trophy; Sidney Rice, Indian- 
apolis, the Heron Trophy 





Vice-President and Manager of Agen- 
cies Frank H. Sykes of the Fidelity Mu- 
tual Life has announced the winners of 
two important company awards. ° Karl 
Collings of Philadelphia, who has been 
one of the company’s leading producers 
for many years, has won the 1930 award 
of the “President’s Trophy,” while Sid- 
ney Rice of Indianapolis is the new win- 
ner of the coveted “Heron Trophy.” 

Mr. Collings enjoyed a zero lapse rate 
on $618,000 of exposed business. This 
is the second consecutive year that he 
has won the “President’s Trophy,” 
awarded annually to the Class A mem- 
ber of the Fidelity Mutual Leader’s Club 
who qualified in Class A the previous 
club year and whose business shows the 
highest ratio of persistency. Three 
winnings give possession of the placque. 
An interesting feature of Mr. Colling’s 
second winning is the fact that the busi- 
ness exposed under the first winning of 
the award, now in its third premium 
year, also shows practically a perfect 
persistency record. A slight reduction 
owing to a term conversion is the only 
“lapse” in an otherwise perfect record. 

Mr. Rice, to win the “Heron Trophy,” 
showed an increase in cash premium 
settlements over those of the previous 
year of 119.3%. This trophy is awarded 
annually by the company to the Class A 
leader who qualified in Class A the pre- 
vious year and whose cash premium set- 
tlements show the highest percentage of 
increasé over the preceding year. In 
1929 Mr. Rice stood high in Class A, 
yet he has been able to lead the com- 


pany’s fieldmen in his 1930 percentage 
of increase. 





KANSAS CITY APPOINTMENT 





Wiley E. Pendleton Named General 
Agent for Lincoln National There; 
Well Known in Section 


Wiley E. Pendleton has been named 
general agent of the Lincoln National 
Life at Kansas City, Mo. Mr. Pendleton 
1s widely known in the territory and has 
had considerable success both as a per- 
sonal producer and as a manager. 

He entered life insurance with the 
Travelers and a few years thereafter be- 
came manager of the life department of 
the R. B. Jones & Sons agency in 
Kansas City. He is a University of Mis- 
souri graduate, a member of the Sigma 
Alpha Epsilon fraternity, as well as the 
University Club at Kansas City. 





CITY BANK’S NEW TRUST PLAN 





Moderate Insurance Estates to Get Di- 
Vversification Through Use of City 
Farmers Fund (C) Inc. 


The City Bank Farmers Trust of New 
ork has a new investment plan for in- 
Surance trusts known as City Farmers 
Fund (C) Inc. It provides a method 
whereby moderate insurance estates left 
M trust with the trust company can se- 
cure the safety and stability obtainable 
only through great diversification and 
Constant supervision. Life insurance 
Proceeds left in trust can participate in 
a large, mingled investment fund. The 
em amount of such trusts is $50,- 





MRS. Z. Z. BROWN MOVES 
Mrs. Z. Z. Brown, widely known Lin- 
coln National Life producer, formerly 
With the home office agency in. Fort 


‘Wayne, has moved to Chicago to accept - 


a1 opportunity of building a women’s 
agency in connection with E. J. Brand 


Co. Inc., the Chicago office of the 
Company, 














“A Weak or 


Careless Deviation 


From RIGHT” 


Never has a word been given a 
more accurate definition than this, 
provided by Oxford Dictionary, for 
the term— 3 


LAr ae 


Hundreds of widows and their fatherless chil- 
dren, who are POOR because their pro- 
vider lapsed his life insurance, will testify 
to its tragic truthfulness. 





It is the duty of a life insurance salesman to carry this 
message to “wavering” policyholders. 


The 
Prudential 


Insurance Company of America 
Home Office, Newark, New Jersey 


Epwarp D. DurFFieLp, President 























Harry Gardiner Agency 
Adds to Personnel 


PLANS BROKERAGE EXPANSION 





Edwin J. Allen Appoimted Manager 
Brokerage Department; Joseph A. 
Caufield Agency Supervisor 





Anticipating an increase in the agen- 
cy’s sales force affecting in turn the 
agency production, the Harry Gardiner 
agency of the John Hancock in New 
York City last week made _ several 
changes in the supervisory personnel. 
Edwin J. Allen, formerly agency super- 
visor in charge of full time producers, 
has been appointed manager of the Gar- 
diner brokerage department, while Jo- 
seph A. Caufield, formerly a general 
agent for the company in New Jersey, 
becomes agency supervisor. 

The agency plans considerable expan- 
sion along brokerage lines. Mr. Allen, 
the new manager of this department, has 
been with the agency three years. When 
a student at Massachusetts Institute of 
Technology, he first sold life insurance 
during the summer months, gained an 
insight into’ the business and enjoyed 
considerable success. Upon graduation, 
Allen joiried the sales department of a 
New York chemical firm, but later en- 
tered life insurance again as an agent 
with the Gardiner organization. He is a 
step-son of A. L. Sherman, assistant sec- 
retary of the John Hancock. 

Mr. Caufield has had a wide experience 
in various fields of the business. He 
first entered life insurance more than 
twenty-five years ago, in the home office 
of The Prudential, later joining the 
Equitable Society in the auditing depart- 
ment. He became field cashier at the 
home office and then joined the com- 
pany’s field force, operating in New York 
City and New Jersey. In 1926 Caufield 
was made agency supervisor of the John 
M. Riehle agency in New York. Sub- 
sequently he was appointed general agent 
for the John Hancock in Hudson County, 
New Jersey, leaving this position to ac- 
cept the Gardiner post. 





WITH NEW ENGLAND MUTUAL 





Herman Koch, Jr., Prominent in Adver- 
tising Circles, Becomes Associated 
With Willis H. Hazard in Pub- 
lication Division 

Herman Koch, Jr., has been appointed 
associate of Willis H. Hazard in the de- 
partment of advertising and publicity of 
the New England Mutual Life. Mr. 
Koch will have charge of the advertising 
end. He is a Harvard man, class of ’21, 
and after leaving the university he 
worked on Boston newspapers and later 
had advertising experience in this city. 
He became commercial sales manager for 
Stone & Webster and was once in charge 
of advertising for one of the Stone & 
Webster companies. Before going with 
the New England Mutual he formed the 
Koch-Hood Associates, which furnished 
advertising counsel and later was associ- 
ated with the New England Telephone 
& Telegraph Co. in its advertising de- 
partment. 





DEATH OF CHARLES C. DENIO 





Mutual Life Manager in Philadelphia 
Made Splendid Record and Was 
Highly Regarded 

Charles C. Denio, manager in Phila- 
delphia for the Mutual Life of New 
York and well known in the insurance 
fraternity, died September 12, follow- 
ing a short illness. He is survived by 
his wife. 

He joined the ranks of the Mutual Life 
in May, 1915, making a connection with 
the company’s Memphis agency as so- 
licitor, was later appointed district man- 
ager in Tampa, Fla., and in 1922, agency 
organizer at the home office. In Oc- 
tober, 1923, Mr. Denio was promoted to 
the Philadelphia agency managership, 
and he made a~splendid record in the 
Quaker City. 
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Schooling Raises Pay 


Statistics show that, on the average, high school graduates earn $1.00 


for every 72 cents earned by boys with merely elementary education 






JAWES WONTEowELy FACE 


© 1930 Metropolitan Life Insurance Co. 


AYBE it is the boy next door—perhaps 
M it is your own boy—who is eager, restless 
and ambitious, who would like to quit 

school and go to work. He is looking forward to 


the day when he will have more spending money 
and more independence. 


He has read of self-made men who had but little 
schooling. He sees no reason why he could not do 
equally well. 


Tell him that if he had a chance to talk to one of 
the big, self-made men of whom he has heard, he 
would probably be told, “While I was earning a 
place for myself in the business world I studied at 
night trying to keep up mentally with my old school 


7 





“Dad, I want to get a job. Lots of rich men 
didn’t go to school any longer than I have.” 
“My boy, you have heard about only the rare 

exceptions. You don’t know how many mil- 
lions of men have been barely able to keep 
body and soul together because they were only 
half educated and unable to compete with bet- 
ter trained men. You'd better go back to 
school.” 











friends—even those who went through college.” 
Before he is permitted to leave school it would be 
a great thing if he could talk to some man or 
woman in charge of employment for a big company. 
He would learn that the better educated boys and 
girls are given preference, from the outset, over 
those who quit school too soon. 


In almost every kind of work, whether manual, 
mechanical, business or professional, higher wages 
and salaries, in the overwhelming majority of cases, 
are earned by the best educated and best trained. 
Apart from the greater enjoyment of books, arts 
and science gained through education—and just as 


a matter of cold dollars and cents—education pays 
the best dividends. _ 


METROPOLITAN LIFE INSURANCE COMPANY 


Freperick H. Ecxer, PresipENT 


One Mapison Ave., New York, N. Y. 
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Plans of Philadelphia 
Association Announced 


FIRST MEETING OCTOBER 14 





President Cheyney Names _ 1930-1931 
Committees; “Making the Sale” 
the Theme of Season’s Meetings 


The first meeting of the 1930-31 sea- 
son of the Philadelphia Association of 
Life Underwriters will be on Tuesday, 
October 14, at the Manufacturers‘ Club. 
L. G. Saunders, agency supervisor of the 
Penn Mutual home office agency, will 
speak on “Planning Your Work,” and 
A. C. Pearson, chairman of the board 
of the United Business Publishers, Inc., 
will talk on “Business Trends and the 
Immediate Outlook.” 


The Philadelphia Association has an- 
nounced a new plan for its 1930-31 meet- 
ings. All the meetings will be dinners 
and will be held on the second Tuesday 
of each month. There will be a domi- 
nant keynote running through all of the 
meetings, which might be called “Mak- 
ing the Sale.” Each meeting will ‘be 
devoted to one important phase of this 
theme and the subject will be carried 
through each successive month to the 
conclusion of the sale, the close. There 
will be a speaker at each meeting who 
will talk on some business foreign te 
life insurance but of interest to life un- 
derwriters. 


At the first meeting, non-members of 
the association who are eligible for mem- 
bership may attend as guests of the 
members at the expense of the associa- 
tion. This is being tried out in order 
to give the non-members the opportu- 
nity of seeing just what the meetings 
do. A circular was sent out recently 
to non-members asking why they did 
‘not affiliate themselves with the asso- 
ciation. 


New Committees Named 


President Cheyney has announced his 
committees for the year. They are as 
follows : 


Pennsylvania State Delegates—L. F. Paret, 
chairman; A, R. Allen, J. R. Montgomery. 

Committee of Seven to Co-operate with Fidu- 
ciaries’ Association—E. J. Berlet, chairman; A. 
R. Allen, C. M. Hunsicker, Hugh Kemp, M. H. 
‘Paul, J. H. Reese, A. V. Tisdale. 

Membership Committee—C. M. Hunsicker, 
chairman; A. V. Tisdale, C. C. West. 

Auditing Committee—C. T. Botting, chairman; 
E. H. Plumber, Earl Zebley. 

, Law and Comity Committee—A. R. Allen, 
chairman; J. W. Clegg, M. H. Paul, F. G. 
\Pierce, W. R. Robinson. 

Educational Committee—Irvin Bendiner, chair- 
man; E. F. Bailey, W. A. Craig, T. W. Gal- 
llagher, H. J. Meyer, J. H. Reese, C. H. Smith, 
D. C. Warlow. 
| Program and _ Entertainment Committee— 
iL. F. Paret, chairman; A. V. Tisdale, Hugh 
Kemp, J. E. Carr, A. W. Moore, Philler Lee, 
IE. R. White, H. C. Heim. 

_, Dinner and Speakers’ Committee—A. R. Allen, 
chairman; M. S. Alexander, Fernand Baruch, J. 
iA. Tyson. 

Broadcast and Publicity Committee—J. N. 
Adams, chairman; E. J. Berlet, J. O. Jensen, 
H. G. Remington. 

Chamber of Commerce Committee—T. W. 
Clege, chairman; Karl Collings, T. L. Fansler, 
R. U. Hergesheimer, T. M. Scott. 

University of Pennsylvania Committee—Irvin 

endiner, E. F. Bailey, E. J. Berlet. 

Thrift Week Committee—J. A. Tyson, chair- 
man; E. J. Berlet, G. H. Cannell, A. W. Moore, 

. Reese. 

Membership Extension Committee—N.  B. 

isell, chairman; Miss S. Bliven. S. B. Carri- 
van, Jr.. W. G. Close, W. J. Gilmartin, A. C. 
Heim, J. C. Johnson, H. J. McCartv, J. A. 
McCloskey, G. S. Oppenlander, C. H. Orr, C. J. 
Seltzer, Jr., Don R. Sidle, T. M. Sharpe, Jr. 

Tri-State Congress Committee—J. O. Jensen, 
8eneral chairman. 





LEADS IN GROUP PRODUCTION 
The Harry Gardiner agency of the 
John Hancock in New York City is 
leading the company’s agencies in group 
usiness for the year. Much credit is 
due to Dudley J. Clogher. home office 
Tepresentative in charge of group busi- 


ness in New York City. The company’s. 


8roup business for the first eight months 
of 1930 is considerably ahead of that 


Written during the same period of last 
year, 


McNamara Organization 
Gives Send-off Party 


DINNER TO TORONTO DELEGATES 





Eighteen Agency Members Won Trip; 
Walter E. Knowlton Scintillates 
as Toastmaster 





The John C. McNamara Organization 
of the Guardian Life in New York City 
held a send-off party at the Park Cen- 
tral Hotel, New York, last Friday eve- 
ning at which credentials were presented 
to eighteen members of the agency who 
qualified to attend the International Life 
Underwriters’ Convention this week. 
Qualification requirements were quota 
maintenance during the past five and a 
half months plus a 20% increase. 

The agency members who won the 
trip were: Walter E. Knowlton, William 
D. McNamara, John H. Brady, Eli P. 
Herbert, William J. Chambers, Jr., 
Charles B. Secord, George L. Bobbe, 
Donald Russell, Frank M. Minninger, 
Thomas W. Sweeney, William Kandel, 
Alex B. Siegel, John T. Balfe, Ray S. 
Maechatel, Julius M. Ejisendrath and 
Irving Rafsky. Somewhat of a record 
has been established by Mr. Minninger, 
who in his first eight months in the 
business has paid for $500,000. 

The dinner and entertainment lived 
up to the high standard and fast pace 
set by previous McNamara gatherings. 
Walter E. Knowlton, as toastmaster, was 
scintillating as usual, his witty remarks 
adding much toward the pleasure of the 
evening. Reginald J. (“Frank”) Conk- 
lin got a big hand for his clever imi- 
tations of associates in the office, while 
the quartette, composed of J. Ray Evans, 
George L. Bobbe, Frank J. Mulligan and 
Carl Muenzen was another highlight of 
the evening program. Donald Russell, 
president of the Leaders’ Club, present- 
ed the credentials to the winners of the 
Toronto trip and a short talk was made 





tasteful—Limited Payment Life. 


Income. 


Insurance. 





FOR EVERYONE 


For the man who has a limited sum to spend on Insurance—the most 
benefit and protection for the least money—Endowment at Age 85. 


For the man to whom the idea of paying premiums in oid age is dis- 


For the man who wishes to accumulate a fund which will be available 
to him later—A Full Line of Endowments. 


For the business and professional man—Preferred Risk death—Monthly 
For the man with children — Educational Endowments and Juvenile 


For the man who desires Complete Coverage—the policy which fits his needs 
including Double and Triple Indemnity, Weekly Accident Indemnity (non- 
cancellable, non-proratable, and unlimitable), and our total and permanent 
disability provision—all in one policy. 


For the agent who is interested in selling unique and complete coverage—this 
suggestion: Get in touch immediately with 


EUGENE E. REED, Vice-President 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
HOME OFFICE: UNITED LIFE BUILDING 
CONCORD, NEW HAMPSHIRE 








by John H. Brady, million dollar pro- 
ducer who is a member of the member- 
ship committee of the New York As- 
sociation. 

A feature of the evening was the read- 
ing of telegrams from several absent as- 
sociates of the agency, including Na- 
thaniel H. Seefurth and Philip Brough- 
ton. More than one hundred were in 
attendance. 





W. E. FURLONG DEAD 
William E. Furlong, who was with the 
legal department of the Northwestern 
Mutual of Milwaukee over forty-one 
years, died at the age of seventy-four 
at his summer home, Oconomowoc, Wis. 





woke Po 


ment, 





“Check and Double Check” 


We refer to our standing in Best’s Rating Chart. 
Note these outstanding qualifications: 
Nearly a quarter century old. 
Character and distribution of assets. 
Low mortality and high interest earnings. 
Low net premiums for first ten years. 
. Rating—“A” or “Excellent.” 


Want a general agency with a company of this char- 
acter? Then write in confidence to the Agency Depart- 


The Midland Mutual Life Insurance Co. 
é Columbus, Ohio 








AGENT’S DAY IS ONE HOUR 





H. O. Steel, Omaha, Says That’s All 
Average Agent Actually Works 
During Year 

Believe it or not, the average life in- 
surance salesman works less than an 
hour a day. This rather unusual declara- 
tion was made by H. O. Steel, Union 
Central, Omaha, who doubtless spent 
twenty-four hours a day figuring it out. 
Mr. Steel disclosed his findings at the re- 
cent convention of the company held 
in Cincinnati. 

“Tt is a fact,” he said, “that the aver- 
age agent works less than an hour a 
day. First, deduct two weeks’ summer 
vacation; then, time lost during the holi- 
day period as well as the numerous oth- 
er holidays that come throughout the 
year; then, consider time spent for com- 
munity drives for charity, Y. M. C. A,, 
Community Chest, etc—say five weeks 
in all—this leaves forty-seven working 
weeks each year. ; 

“Saturdays and Sundays are usually 
unproductive. Saturday morning is spent 
arranging for Saturday afternoon’s golf 
game. This leaves five days a week; 
two of these are. fiddled away, leaving 
three actual working days a week. Say, 
four calls a day are made; that means 
five hundred and sixty-four a year. Each 
interview lasts about thirty minutes, 
making two hundred and eighty-two 
hours in which actual selling is done. 
‘Boil this down, and you have the in- 
dustrious record of one hour a day in 
which you actually work,” he concluded. 


The answer is, get to know as many 
people as you can, and plan your work 
to get the most out of every day. 





NEW WORLD LIFE MOVING 
Spokane, Wash., Company to Have 
Home Office in Seattle After Next 

March 1; Started in 1910 ? 
The New World Life, which has been 
located in Spokane, Wash., since its or- 
ganization in 1910, is to move its home 
office to Seattle, where it has: leased 
space in the Fifth Avenue Building. The 
company will change the name of the 
structure to the New World Life Build- 
ing. According to the Seattle “Journal 
of Commerce” the company plans to 
move to Seattle and commence operat- 
ing from there about March 1, 1931. 





COLONIAL LIFE PROMOTIONS 


The Colonial Life has announced the 
promotions of Joseph Geller to an assist- 
ant managership at Atlantic City and 
Charles Helm to a similar position at 
Asbury Park. 
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agreement in developing interest in the 
proposition. 

“The first thing to do is to explain 
carefully to the man that his plan of 
liquidation must be a contract of sale,” 
Mr. Allen said. “Unless this happens, 
a testamentary disposition of the inter- 
est may occur in case the man’s will 
does not comply with the statute of wills. 

“Now the problem immediately arises, 
what method shall be used to arrive at 
the price of the sale?” Mr. Allen asked. 
“We do want a very definite method of 
arriving at this price. There are doz- 
ens of such methods, but the one I like 
best is the arbitration method with three 
appraisers to be appointed who will de- 
cide on the price at which the interest 
in the business is to be sold.” 


Use of Good Will 


Mr. Allen pointed out that the sale 
price might be useful in the approach 
and cited a case from his own experi- 
ence. Back in 1916 he had insured a 
partnership for $1,000,000 and since that 
time because of the increasing size and 
success of the business,. he tried a num- 
ber of times unsuccessfully to interest 
them in more insurance. Finally, he 
asked the partners if they had ever fig- 
ured up the tremendous good will of the 
business and considered that it ought to 
be taken into consideration should an 
estate settlement become necessary. 

The answer was, “No, the banks don’t 
recognize it.” 

Mr. Allen answered that although the 
banks do not recognize it, the tax ap- 
praisers do and using this approach, in- 
terested them to the extent that he was 
able to write a considerable additional 
policy on the partnership. 

Mr. Allen emphasized particularly that 
it is not a good method of fixing the 


sale price to decide the matter each year. 
When this is done the matter may be 
coming up continually and disagreements 
may arise which will result in the in- 
surance being dropped. The sale price 
should be determined at the time that 
one of the partners dies and the ap- 
praisers should be appointed at that time. 


Having once decided on a method of 
fixing the price of sale and sold the 
idea of a business purchase agreement 
and contract sale, the question naturally 
arises, “Whence comes the money to pay 
this price?” The bank? No, Mr. Allen 
said, for the bank might not be willing 
to loan where an important member of 
the business had just died. The money 
might be put up by the survivors them- 
selves, he said, but in such a case there 
is no assurance that the agreement would 
be placed in force, inasmuch as the sur- 
vivors might not be in a position to put 
up the cash at the time the liquidation 
must take place. A surety bond to this 
agreement might be filed, but such a 
bond requires collateral. The only meth- 
od known to modern finance of abso- 
lutely guaranteeing that cash for the 
sale price will be available is life in- 
surance, Mr. Allen said. 


Insurance Only Source of Money 


He particularly emphasized at this 
point that if you use the system of sell- 
ing the business purchase agreement first 
the life insurance is as good as sold in- 
asmuch as life insurance provides the 
only means of obtaining the fund neces- 
sary to put such an agreement in force. 


Mr. Allen propounded these questions: 
whether the firm should be a party to 
the agreement or whether it should be 
made among the partners, and answered 
it by saying that he favors the latter 
method. Objections to the firm being 
included in the agreement were that 
money paid to the corporation is first 
subject to creditors. Furthermore, if the 
corporation is the beneficiary, the life 
insurance proceeds come into the gen- 
eral assets of the corporation and_ in- 


crease the value of the very stock which 
it is supposed to purchase, defeating its 
own end. Third, there is always the 
question of whether a corporation may 
buy its own stock. The agreement must 
be independent of the corporation or 
partnership, Mr. Allen insisted, and the 
members of the firm must be the bene- 
ficiaries. Each member of the business 
would have issued on his life a policy 
payable to the other member of the unit. 


The next question which Mr. Allen 
discussed was the question of distribu- 
tion of the premium charges among the 
members of the firm. The logical distri- 
bution of the premiums is not according 
to age, he said. but according to the part- 
ner’s interest in the business. The pre- 
miums on the policies necessary to put 
the business purchase agreement in force 
should be pooled and each partner pay 
a part of this pooled premium in pro- 
portion to his share in the business. 

Another question which Mr. Allen 
brought up was just what shall the es- 
tate of the deceased receive in payment 
for his share in the business. He point- 
ed out that this may either be the sale 
price decided upon by the appraisers or 
the sale price plus the amount it cost 
the estate to keep up the insurance on 
the other members. Mr. Allen pointed 
out that the estate has bought a policv 
on the life of the surviving partners and 
that it should be reimbursed for ‘this 
expense. This may be done either by 
paying the estate of the deceased the 
cash value of the policy or the premiums 
paid in, but in the former case the es- 
tate is likely to suffer inasmuch as the 
cash value may not at all approximate 
the premiums paid in. Mr. Allen said 
that the most logical way to settle this 
is to have the estate reimbursed on the 
basis of premiums paid. in. 

Mr. Allen also discussed the question 
of what happens in case one member 
of the firm cannot obtain the insurance. 
This, he declared, provides an interest- 
ing case but makes no difference in the 
placing of the agreement in force. The 


business purchase agreement is still im- 
portant and in place of the life insur- 
ance the agreement may permit the sur- 
vivors to pay for the deceased’s share 
in the business by a series of payments. 

Mr. Allen brought up new light on 
the question when one partner is un- 
insurable by suggesting the use of a 
twenty-year endowment on the insur- 
able partner as a sinking fund. 

Mr. Allen continued pointing out that 
there is a great difference of opinion 
on the question of to whom the money 
shall be paid. He said that many times 
it is made payable to the wife but point- 
ed out that this was rather inexpedi- 
ent. 

“This method is wrong,” Mr. Allen 
said, “although it is done to dodge tax- 
ation.” He pointed out, however, that 
this end is not always attained. Mr. 
Allen said that the wife is not receiv- 
ing the money from the insurance com- 
pany for her benefit, but is receiving 
it as the proceeds of a contract of sale. 
In his opinion, the money in every case 
should be paid over to the executor of 
the estate of the deceased member of 
the business. 


NEW INFANTILE POLICIES 








Attractive Forms Issued by Colonial 
Life; Five Cent Basis Replaces Ten 
and Twenty-five Cent Plans 

Some new and attractive infantile in- 
dustrial policies have been issued by the 
Colonial Life of Jersey City among 
them being a 20-year endowment on a 
five cent basis which replaces the ten 
cent and twenty-five cent infantile en- 
dowments heretofore issued. A 20-pay- 
ment life contract is also available on a 
five cent basis, replacing the ten cent 
and twenty-five cent limited payment 
life policies used in the past. 

On the new infantile whole life poli- 
cies, both on the five and ten cent plans, 
the premiums cease at age 70; on the 
twenty-five cent basis the amount of 
benefits increase as rapidly as the new 
limits permit. 
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THERE’S A REASON 


145% Increase 


The men of this agency have shown an 
increase in paid for business of 145% 


over September one year ago. 


The Business Week well says,— 


“From now on, business will be much better or much worse, as 
we choose.” . . . “Business may be slack, but business men are slacker.” 
. . » “Business brains must now jump energetically into the job.” 
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H. P. Burke, Phila., Uses Methods 
Based on Principles of Athletics 


“Success is bound to come in life in- 
surance selling if you'll apply the same 
principles as in athletics,” declared Hen- 
ry Penn Burke, million dollar producer 
of the Philadelphia agency, in a short 
talk before the Union Central conven- 
tion at Cincinnati. Mr. Burke, former 
well known athlete and organizer of the 
famous Penn Athletic Club of Philadel- 
phia, is a comparative newcomer to the 
Union: Central organization, but in the 
first cight months of this year he set- 
tled for $1,700,000, placing himself in the 
front tanks of Union Central producers. 

“In athletics,” continued Mr. Burke, 
“you have to train, to work arduously 
and to ‘take it on the chin.’ There is 
no prospect I have called on who can 
do worse than that to me. Certainly our 
assistant superintendent of agencies, Mr. 
Zischke, was right when he said we all 
very profitably could work harder and 
longer. 

“T think friendship is one of the finest 
things in the world,” Mr. Burke added, 
“but don’t capitalize on it because it 
will bring you favors. Recently two good 
friends of. mine wanted to buy $100,000 
of insurance each, but as they were un- 
married and had no dependents, I de- 
clined to insure them. All I want to do 
is sell insurance to people who'need it. 
Don’t sell any man insurance unless he 
needs it, in fact it’s a good rule of busi- 





Phillips 
HENRY PENN BURKE 


ness not to sell a man anything unless 
he needs it. You'll find that in the long 
run it pays. to play the game square.” 








Terminations 


(Continued from Page 5) 


beginning, of ordinary and industrial life 
insurance combined, duplicated in 
amount the one hundred billions now 
remaining in force. 

“There is more than a coincidence in 
the one hundred billions in force and the 
one hundred billions terminated, for only 
twelve and a half billions of the insur- 
ance terminated was paid in death claims 
and maturing endowments. In other 
words, the startling fact remains that 
one-seventh of the ordinary, or but one- 
eighth of the combined ordinary and in- 
dustrial insurance, which has terminated 
in the past, continued in force long 
enough to fully complete the ultimate 
purpose for which it presumably was 
written. 

“If we consider the record of ordinary 
business only for the year 1929, we find 
that the combined new business. of 320 
American companies totaled sixteen and 
three-quarters billions; while their ag- 
gregate terminations for all causes dur- 
ing the year were somewhat in excess of 
ten billions. From this it will be noted 
that it required 60% of the new business 
tomerely replace the amount terminated. 


Seven Months of Year Consumed 


“Expressed in another way, the entire 
orces of American life insurance were 
engaged for seven months during the 
Past year in maintaining static the vol- 
ume of business in force at the begin- 
ting of the year. Two of the seven 
months’ effort may be subtracted for the 
replacement of purely legitimate termi- 
Nations caused by death, maturity and 
expiry. This leaves five months’ work 
'0 replace the appalling economic waste 
caused by lapses and surrenders. 

“In a measure the companies in their 
zeal and urge for new business are re- 
sponsible for this situation. We have 
deen focusing attention on the new bus- 
less coming in the front door, and over- 
ooking the old business passing out the 
ack door. It is this excess rate of lap- 
sation on which Abraham Epstein hangs 
the major argument in his tirade on life 
surance, which appears in the Sep- 
tember issue of the American Mercury 
under the ugly title of “The Insurance 
acket.” Contrary to Mr. Epstein’s er- 
Toneous assumption, the life insurance 
fompanies neither encourage nor profit 
Y lapsations. We have, however, all too 


generally been crashing the danger sig- 
nals in the rush for new business. A 
recklessness which a recent insurance 
journal editorially refers to as the one 
serious blot todav on the fair escutcheon 
of life underwriting. 

“Ordinary business prudence suggests 
that we ‘Stoo. Look and Listen,’ and so 
far as possible, find some general and 
adequate method to reduce to a minimum 
the enormous annual loss sustained by 
all parties concerned. This loss is suf- 
fered bv the insured in the surrender of 
acquired rights and equities, and in the 
inevitable higher cost of new insurance 
due to the advance in age; bv the com- 
panies in the expense and additional ac- 
quisition costs involved in replacements; 
and by the agency: forces as a whole in 
the loss of contingent future renewals 
and a diminishing clientele and good- 
will. 

“A large measure of early lapsations 
mav be traced to the lack of due care 
and intelligence in the selection of. the 
right type both of agents and insurance 
prospects, and to the inadequate train- 
ing of agents and their inefficient or 
questionable sales methods. 

“With the increasing attention given 
to the education and training of agents; 
with more general study of circum- 
stances and the fitting of insurance to 
specific needs: and with a lowering turn- 
over in agency organization through bet- 
ter selection and training of agents, we 
mav reasqnably expect a corresponding 
reduction in the early lapsations. 

“Regardless of the care and thorough- 
ness with which the business may be 
sold, there naturallv will be some cases 
where because of altered conditions, or 
for financial reasons it will be deemed 
unnecessary or imnossible to continue 
existing insurance. In exceptional cases 
the stbstitution of new for old insurance 
may be justified. as when a policy is 
honelesslv encumbered for its maximum 
value. We say ‘honelessly encumbered’ 
advisedly, for a policy loan is of itself 
no more reason for the surrender of 
the existing protection than would be an 
existing bank loan or any other indebted- 
ness. To discharge one’s debts is, of 
course, desirable. but on the other hand 
to do so by the sacrifice of valuable 
securities, or the surrender of equities 
that cannot be replaced is anything but 
desirable. 

Activities of Twisters 

“There is another class of surrenders, 

that may properly be termed ‘illegitimate 
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terminations,’ the actual measure of 


which while undeterminable must be 
enormous and apparently on the in- 
crease. 


“TI refer specifically to the activities of 
certain individuals usually operating un- 
der some such title as insurance adviser, 
adjuster, or analyst. These parasites on 
the business of life insurance, for solely 
selfish reasons, through fallacious but 
more or less plausible arguments, are 
persuading many holders of established 
policies with substantial accumulated 
values to withdraw these funds for in- 
vestment or other purposes, and to sub- 
stitute new insurance for the old: The 
recommendation being either for a re- 
duced amount or for a lower-priced plan, 
in order to conceal the essential higher 
cost of new insurance at the older at- 
tained age.’ 


“The deplorable result of this destruc- 
tive effort is not only the tearing down 
of the work of legitimate agents, but the 
destruction of the very foundations on 


which the permanence and security of 
the structure of legal reserve life insur- 
ance is built. 

“In a booklet published by the com- 
pany, entitled, ‘To Have and To Hold,’ 
I endeavored to show in as untechnical 
a manner as possible the essential prin- 
ciples underlying life insurance, and the 
fallacy of the twister’s arguments. 

“An essential part of the twister’s cal- 
culations is the high assumed interest 
rate to be earned on the policy reserves 
released by surrenders, and on the dif- 
ference between the premium deposits 
required on old endowments and limited 
payment life policies, as compared with 
ordinary life on term rates on new poli- 
cies of current issue. 

“This phase of the question is fully 
and admirably answered in another book- 
let treating ‘The Investment Element in 
Life Insurance,’ prepared by J. R. L. 
Carrington, the assistant actuary of the 
company. These booklets are commend- 
ed for individual study and discriminate 
distribution.” 





Blatchley Gives Demonstration 


Using Policyholders Service Book 


Reproduction in all its details of an 
actual interview that uncovered a pros- 
pect for $100,000 policy formed the ba- 
sis of a talk by Charles A. Blatchley 
before the Union Central convention last 
week. Mr. Blatchley is a consistent 
producer, and as manager of the West- 
chester branch of the Union Central’s 
New York agency had $850,000 of paid- 
for business to his credit last year. A 
large percentage of this business Mr. 
Blatchley attributes to his activities dur- 
ing the month his company sets aside 
each year for servicing old policyholders. 

“The policyholders’ service book got- 
ten out by our company for use during 

this month,” he explained, “is chuck full 
of meat, and if rightly presented should 
enable the underwriter to uncover new 
needs for life insurance where appar- 
ently none existed. In order that I might 
give my fellow underwriters at this con- 
vention something concrete, I tried out 
our service on a man who happened in 
my office last Saturday afternoon. He 
wasn’t a policyholder and even though 
I had little information about him, the 
book worked like a charm. 

“I explained to him that I was to be 
one of the speakers at this convention 
and that I would appreciate if he’d let 
me extend our service to him and at the 
same time have my secretary take down 
our conversation in shorthand., He 
agreed, and with the help of my col- 
league, Mr. Craig, I’m going to repro- 
duce this interview from the transcript 
of my secretary’s notes. This is an ac-, 
tual interview, remember—all the ques- 
tions and answers were spontaneous, 
* suggested as the interview progresses by 
the facts revealed.” 

Mr. Blatchley then turned to a huge 
seven-foot facsimile of the company’s 
1930 policyholders’ service book, special- 
ly prepared for the convention so that 
all could follow the interview with ease. 

As he read from the book and the tran- 
script of the notes taken during the in- 
terview, Morgan Craig, also of New 
Rochelle, acted the part of the prospect, 
reading all that the man had said. 

Before long the interview took a sur- 
prising turn. The prospect confessed 
that Mr. Blatchley had shown him a 
number of discrepancies in his present 





CHARLES A. BLATCHLEY 


life insurance set-up and the climax came 
swiftly when the prospect agreed to be 
examined for a $100,000 policy. “This 
happened just a few days ago,” con- 
cluded Mr. Blatchley, “and I have every 
reason to believe that I’ll close the case.” 
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C. B. Knight Optimistic; 
Sees Best Year-End 


STIRS AGENTS TO ENTHUSIASM 





Manager of New York Agency Expects 
Biggest Fourth Quarter in His 
Agency’s History 





Looking forward to the business pros- 
pects for the next three months, Charles 
B. Knight of New York, head of the 
Union Central’s largest agency and dean 
of the company’s managers, declared he 
believes that people in all classes of 
business and society are ready to get 
back to work at their several vocations 
and give a few moments to the consider- 
ation of life insurance if it is properly 
presented to them in a talk which fairly 
exuded optimism and confidence before 
the home office convention last week in 
Cincinnati. 

Mr. Knight went on, “I have no hes- 
itancy in saying I believe after careful 
consideration that the New York agency 
of the Union Central will pay for a con- 
siderably larger volume of business in 
the last three months of 1930 than they 
have ever paid for in the last three 
months of any other year. I believe 
that the general feeling of optimism and 
confidence is being felt generally all over 
the country.” 

Mr. Knight quoted a recent article by 
Calvin Coolidge to the effect that the 
financial strength of the United States 
has just been demonstrated by the eager- 


ness of the public to invest about $1,- 
250,000,000 in 234% Treasury notes. 


Mr. Knight declared there is not a 
better text for the life insurance man 
today and asserted that there is life 
insurance waiting for you teday if you 
will merely go out and try to get it. 
It is the soundest proposition in the 
world. 


Mr. Knight also commented on the 
recent deep-sea lynching of “Old Man 
Business Depression”; his wife, “Mrs. 
Pessimism”; and daughter, “Miss For- 
tune” by the governor of Virginia in the 
presence of 1,000 Virginia business men 
on a chartered steamship during a good- 
will tour. He emphatically moved that 
every Union Central Life agent adopt 
this program of optimism for the rest 
of this year and every year following. 

“There is no excuse for any agent to 
go home with the slightest degree of 
pessimism,” he said. “We all make fools 
of ourselves sometimes and some of us 
make fools of ourselves in our own busi- 
ness. We got our lesson last year from 
the stock market crash, but now we are 
back on our feet.” 





GREET WOMAN STAR 


The introduction among the group of 
millionaire producers ‘of Miss Mary 
Bates, Cincinnati agency, called forth a 
stirring ovation. Miss Bates’ contract 
with the Union Central dates from Jan- 
uary, 1926, and in the first eight months 
of this year she placed $781,854. “It was 
partly due to luck, some to work, and 
mostly to Joe Devine,” was her brief ex- 
planation. 
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company and brought out that foreclo- 
sures on mortgages have shown a re- 
markable decrease since the first of the 


ear. 

: Elliott Pugh, of the legal department, 
and an expert on settlement options, gave 
a talk on the options which proved in- 
tensely interesting and profitable to 
those in attendance. 

The morning’s session came to a close 
with a short talk by Assistant Superin- 
tendent of Agencies Herman A. Zischke, 
in charge of the Chicago agency. 

Following the Thursday morning ses- 
sion, delegates adjourned to the ballroom 
of the Gibson Hotel where a luncheon 
dedicated to new agents was given for all 
those attending the convention. 


G. L. Williams Presides at Luncheon 


George L. Williams, chairman of the 
board and vice-president, was toastmas- 
ter and introduced ninety-eight new 
agents who were attending their first 
convention. He then called on some of 
the more important of these men for 
short talks. They were Henry Penn 
Burke, of the Philadelphia agency, who 
is leading the entire field force this year; 
M. E. Brooks, of the Corpus Christi 
agency, who probably will settle a mil- 
lion dollars of business this year; and 
Francis C. Kelly, of New Britain, Conn., 
who has also made a remarkable start. 
Clever talks by these men and a nov- 
elty stunt which kept the crowd in up- 
roar for fifteen minutes, made this 
luncheon one of the high points of en- 
tertainment during the convention. 

Mr. Williams presided at the after- 
noon session and introduced Dr. William 
Muhlberg, medical director, who made 
some suggestions as to what he would 
do were he an agent and emphasized a 
number of fundamental medical reasons 
why prospects sometimes do not want 
insurance. 

Following Dr. Muhlberg’s talk, Mr. 
Williams introduced “The Four Horse- 
men” of the insurance department. These 
men were Ralph H. Thayer, manager, 
policy loan division; Charles Helle, man- 
ager, underwriting division; Robert H. 
Flynt, supervisor of applications, and C. 
A. Handy, supervisor of claims. These 
four men have had important parts in the 
Ttecent reorganization of the insurance 
department of the company and have 
contributed appreciably in incorporating 
new ideas. 

Mr. Williams also introduced William 
Emerson, supervisor of the insurance de- 
partment, and former manager of the 
Policy loan division. All five men gave 
short talks outlining the work of their 
division and giving the assembled agents 
abetter idea of home office routine work. 

t is interesting to note that the total 
aggregate years of service of the five 
men was considerably more than 100 
years. 

Vice-President Charles Hommeyer 
brought the Thursday afternoon session 
to a close with an interesting talk in 








which he brought out some hitherto un- 
known facts about the one hundred bil- 
lion dollars of insurance in force in the 
United States and re-emphasized the 
growing activities of twisters in the life 
insurance business. 


Meet at Zoo Club House 


Following the afternoon session, agents 
and their wives hastened to catch special- 
ly chartered busses which took them to 
the Cincinnati Zoological Gardens where 
the company’s big convention party was 
held that evening. Following a delicious 
dinner at the Zoo club house the assem- 
bled agents adjourned to the open air 
opera house where they were entertained 
with an evening of ballet performances. 
During the interludes and following the 
performances, there was dancing in an 
open-air pavilion. The weather man 
smiled and bestowed his best fall 
weather for the occasion. 


Vice-President Hommeyer presided at 
the Friday morning session and intro- 
duced Julian Boehm, of the Atlanta 
agency, magician, master at repartee and 
entertainer par excellence, who made a 
most enjoyable event of the introduction 
of the Union Central’s millionaire pro- 
ducers. These were: Henry Penn 
Burke, Philadelphia; Roy Green, Miss 
Mary Bates, home office agency. Gen- 
eral Agent John L. Shuff, who is also go- 
ing at the rate of more than a million 
for 1930 was unable to be present. 


Bringing out a number of interesting 
new angles to the technique of selling 
the business purchase agreement and life 
insurance to put it in force, Manager 
A. Rushton Allen, Philadelphia, made a 
talk which proved one of the most valu- 
able of the entire meeting. Mr. Allen 
gave two sample approaches to be used 
in arousing interest of prospects for 
this sort of insurance. 


The convention dropped serious topics 
temporarily to go into convulsions of 
laughter over a debate staged by two 
master comedians of the New York 
agency, Charles F. Mansfield and Hu- 
bert E. Davis. The two were introduced 
by J. F. LeRoy Knight also of the New 
York agency, who refereed the debate on 
the subject, “Resolved that Medical Ex- 
aminations for Life Insurance Should be 
Abolished.” It proved impossible to se- 
lect a winner between Mr. Mansfield and 
Mr. Davis because all endeavors to speak 
immediately afterward were drowned in 
laughter. 


Following this humorous interlude, 
Manager Charles B. Knight of the New 
York agency gave a resounding declara- 
tion of his confidence in improving busi- 
ness conditions and declared that in the 
New York agency of thte Union Central 
they expected to settle more in the last 
three months of 1930 than in the last 
three months of any other year in the 
history of that agency. Mr. Knight de- 
clared with authority that there is plenty 
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BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Des Moines, Iowa 
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INSURANCE IN FORCE 
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SELLING ANNUITIES? 


More people with money 
now buying Annuities 
Our booklet, “AN INCOME FOR LIFE” de- 


scribes the attractive features of Canada Life 
Annuities which are the 


“BEST SELLERS” 


shows rates, etc. Got YOUR copy?—Phone 


H. W. JONES, Mgr. 
THE CANADA LIFE 


110 WILLIAM ST., 
NEW YORK CITY 


Beekman 6141-2-3 























who is a member of the executive com- 
mittee of the National Association of 
Life Underwriters, closed the Friday 


AS WE SERVE 
WE PROGRESS 


Insurance in Force 


1923 - $1,000,000,000 
1927 - $1,500,000,000 
1930 - $2,000,000,000 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


of business for the life insurance man 
who will go out after it. 
General Agent Edward S. Brashears, 
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morning session with an inspiring talk 
on loyalty. 

A special luncheon for all agents was 
held at the Gibson Hotel ball room again 
Friday noon and in the afternoon Judge 
Clarence Murphy, chairman of the ex- 
ecutive committee of the Union Central, 
presided over the session. He intro- 
duced to the convention John W. Pat- 
tison and Charles Sawyer, both mem- 
bers of the Union Central executive 
staff, who are congressional candidates 
in the fall elections. 

Mr. Pattison is the son of a former 
Union Central president and governor 
of the State of Ohio, John Pattison. Mr. 
Pattison is vice-president of the com- 
pany and has long been prominent in 
Democratic circles about Cincinnati. He 
is running for representative of the first 
congressional district of Ohio against 
Nicholas Longworth, present speaker of 
the House. 

Mr. Sawyer is a member of the board 
of directors and a prominent Cincinnati 
attorney. He is a candidate for congress 
in the second district of Ohio. 

The first feature on the afternoon pro- 
gram was Hon. Russell Wilson, mayor of 
Cincinnati and a member of the board 
of directors of the Union Central, who 
discoursed lightly for a few minutes and 
welcomed the agents to Cincinnati. 

Following this, Manager Russell S. 
King, of the Indianapolis agency, intro- 
duced Lloyd S. Wright, Marion L. Shoup 
and Eugene D. Fletchall, of the Cincin- 
nati agency, who gave a capable per- 
formance of the research and review skit, 
“When a Partner Dies.” 

This was followed by three capable 
talks on the subject, “Selling the Idea,” 
given by three capable members of the 
home office agency—Theodore M. Bu- 
miller, Sidney G. Marean, and Roy 
Green. Messrs. Bumiller, Marean and 
Green illustrated their talks with a se- 
ries of charts and graphs which they 
have been using with unusual success in 
recent months. 

Mr. Bumiller was ‘admitted last month 
to the bar of Ohio, having passed the ex- 
aminations in June. He is a Cincinnati 
man who has been with the Union Cen- 
tral for several years and this year is 
going at the rate of well over a half 
million for the year. Mr. Marean, for- 
merly leading personal producer of the 
Berkshire Life, is in charge of the estate 
analysis division of the Cincinnati home 
office agency and is an expert on draw- 
ing up presentations for life insurance 
estates. Roy Green is a native of Texas 
and a former army engineer and gradu- 
ate of West Point, who started with the 
Union Central about 1923 and has rapid- 
ly progressed until this year he is going 
at the rate of considerably over a mil- 
lion for the year. 

The Friday afternoon session was 
brought to a close by an inspiring talk 
by General Manager Joseph P. Devine 
of the home office agency, who declared 
that one of the greatest troubles with 
most life insuranec agents is that too 
much of their time is devoted to the 
problem of making a living. Mr. De- 
vine exhorted the producers to stop 
thinking in terms of personal needs and 
think in terms of production. 

Servicing Policyholders 

A delightful send-off for the Saturday 
morning session devoted to “Our Policy- 
holders” was given in the form of a 
Dixie breakfast at the Hotel Gibson ball 
room attended by the entire agency con- 
vention group. The ball room was trans- 
formed into a langorous southern setting 
and a delicious meal was served by can- 
dle light while negro entertainers pro- 
vided music and novelties. 

Assistant Superintendent of Agencies 
Wendell F. Hanselman opened the pro- 
gram of the last morning’s session de- 
voted to “Our Policyholders” with a 
striking appeal to agents to follow up 
every policyholder. Mr. Hanselman il- 
lustrated forcibly with a recent case 
which had come to his attention, the 
financial loss which an agent may suffer 
by not following up every client on whom 
he writes a policy. General Agent Har- 
ry O. Steel, Omaha, then gave a talk 
on the value of a clientele in which he 
declared that the average agent really 


works only. about one hour a day dur- 
ing the entire year. Henry E. Belden, 
New Orleans, also gave an interesting 
talk about clienteles and how to build 
them. 

Manager E. D. Shepherd, Houston, 
continued the discussion of service to 
policyholders and declared that the word 
“grow” which is so important to life 
underwriters today could best be defined 
by four words, each starting with a let- 
ter of the word “grow.” That definition 
he said is “go right on working,” and 
he predicted that if Union Central agents 
follow this simple program they would 
win out in a big way and that the at- 
tendance at the first meeting of the 
Union Central’s new $500,000 Club at 
Palm Beach next January would be far 
bevond fondest dreams. 

General Agent Arthur W. Tell, Scotts 
Buff, Neb., a representative of the Den- 
ver agency, who has made an unusual 
record of insuring and re-insuring his old 
policyholders, told the Union Central 
convention how much these old clients 
seem to appreciate the annual service 
which he brought to them and how that 
appreciation was voiced by repeat orders 
for more and larger policies. 

Maurice H. Bronner, Chicago, declared 
that the agent who sells his business 
through the use of proper programs nev- 
er has to worry about the twisters and 
is never bothered by rebators. 


F. W. ADAMS AGENCY MEETING 





Anthony H. Rutgers of the Chatham 
Phenix National Bank & Trust Co., 
Speaks on Business Trusts 


Approximately one hundred members 
of the Frank W. Adams agency of the 
Mutual Life in New York City turned 
out Monday morning to hear Anthony 
H. Rutgers, of the trust department of 
the Chatham Phenix National Bank & 
Trust, New York. speak on current an- 
gles of the trust development. 

Mr. Rutger’s talk was mainly on busi- 
ness insurance. He cited court decisions 
on the distribution of property when 
there has been no definite provision made 
and told what can be accomplished with 
the aid of a trust company. 

The Adams agency is making strenu- 
ous efforts to exceed the business writ- 
ten in 1929. Classes in instruction and 
other aids are being offered agency mem- 
bers to help them increase their effi- 
ciency. 





AD CONFERENCE SUBJECTS 





Life Group Standing Committee to Cover 
Broad Scope in Program for 
Milwaukee Meeting 


Among the subjects to be discussed 
at the executive session of the life group 





LEGAL NOTICE 











I, Thomas F. Behan, Deputy and Acting Su. 
Perintendent of Insurance of the State of New 
York, hereby certify pursuant to law, that the 
Pacific Mutual Life I e Company of Los 
Angeles, California, is duly licensed to transact 
the busi of C Ity Insurance in this state 
and in its statement filed for the year ended 
December 31, 1929, shows the following condi- 
tion: 


Aggregate amount of admitted 








Be er ete ee $164,216,280.85 
Aggregate amount of Liabilities 

(except Capital and Surplus) 

including reinsurance ..... 151,086,788.73 
Amount of actual paid-up Capi- 

SCT re ere ee eee 4,400,000.00 
Surplus over all liabilities... 8,729,492.12 
Amount of Income for the year 9,398,199.08 
Amount of Disbursements for 

Wr Oe ss ples eudonak 6,237,821.92 





standing committee of the Insurance Ad- 
vertising Conference at Milwaukee next 
week are: Advertising charges and ac- 
quisition costs, advertising by life com- 
panies in national magazines, circulation 
and advertising rates of insurance trade 
journals, advertising in insurance jour- 
nals for agents, radio advertising and 
agents’ canvassing and advertising ma- 
terial. The life group standing commit- 
tee meets on Tuesday. 





COOPERATION AND SERVICE—— 


PRINCIPAL FACTORS IN BUILDING 
THE PROGRESSIVE COMPANY 


More than 
$1,245,000,000 


of life insurance in force. 








operation possible. 





The Executives, Officers and Department Heads of the 
Missouri State Life are constantly on the alert to give 
field representatives the most practical and helpful co- 
The Company seeks at all times 
to maintain a close relationship and sympathetic under- 
standing between its Home Office and Field forces with 
a view of rendering service that will make it easier for 
the Agent and enable him to give complete satisfaction 
to his clients. It is this progressive spirit—this spirit of 
cooperation and service, extending through every De- 
partment and every Agency of the Company, that is 
responsible for the Company’s wonderful growth. It is 
the principal factor that gives to the Missouri State Life 
the distinction of being ‘“‘The Progressive Company.” 








— 


MISSOURI . STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President, St. Louis 
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Research Bureau Issues 
Life Insurance Figures 


EIGHTH MONTH FIGURES AHEAD 





August Shows 10% Decrease Compared 
With August, 1929; Pacific Coast 
States Show Increase 





The Sales Research Bureau at Hart- 
ford latest report on life insurance condi- 
tions shows that sales show a 10% de- 
crease in August when compared with 
1929, and that sales for the first eight 
months of the year are a little ahead of 
the same period of last year. The Bu- 
reau’s figures are based on the experi- 
ence of seventy-eight companies which 
have in force 88% of the total legal re- 
served ordinary life insurance outstand- 
ing in this country. 

The Bureau’s report says that the life 
insurance business was one of the last 
to be affected by the general economic 
depression which caused many industries 
to record consistent losses during the 
first months of 1930. Ordinary life in- 
surance sales continued to gain up to and 
including April. In May records of sales 
showed a slight decrease which was also 
felt in June and July. Figures which 
have just been compiled for August show 
a much more pronounced decrease. The 
country as a whole averaged a 104% 
loss; this large average decrease was not 
influenced by any particular section but 
was the result of a general’ decline 
throughout the country. 





AMERICAN LIFE CONVENTION 


The twenty-fifth annual session of 
the American Life Convention will 
convene at the Stevens Hotel, Chi- 
cago, next Monday. Big preparations 
have been made for the convention 
which will continue for five days. 
Thirty-seven states and several Cana- 
dian provinces will be represented. 

The early sessions of the week will 
be devoted to the legal section, with 
an address of welcome by William 
P. Sidley, president of the Chicago 
Bar Association. Entertainment fea- 
tures will be in charge of a special 
committee representing Chicago and 
Illinois companies. One of the fea- 
tures will be a golf tournament on the 
Olympia Fields Country Club course. 

Fraternal delegates from the Asso- 
ciation of Life Insurance Presidents 
will include Thomas I. Parkinson, 
president of the Equitable Society; 
Bradford H. Walker, president of the 
Life Insurance Co. of Virginia; Wil- 
bur H. Pierson, third vice-president 
of the New York Life; and Alfred 
G. Hann, actuary of the Pacific Mu- 
tual Life. 
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BOSTON ASSOCIATION MEETING 





Starts New Season September 30; Abner 


Thorp, Jr., Speaker; Echoes From 
Toronto Convention 


The Boston Association of Life Un- 
derwriters will start its new season next 
uesday, September 30, with a dinner 
and meeting at the Boston Chamber of 
Commerce Building. Abner Thorp, Jr., 
editor of the Diamond Life Bulletins, 
will speak on “Life Insurance as an In- 


vestment.” 


Several delegates from Boston to the 
ational Convention at Toronto will 
Present “Echoes of the Toronto Conven- 


tion,” giving their reactions. 





NEW YORK ASSOCIATION MEET 


John A. Stevenson, general agent of 
the Penn Mutual Life in Philadelphia, 
and Vash Young, Equitable Society rep- 
resentative in New York City, will be 
the main speakers at the opening meet- 
ing of the Life Underwriters’ Associa- 
tion of New York. It will be held in the 
Grand Ballroom of the Hotel Astor, 
‘uesday, October 14. Entertainment 
will be furnished by the Roxy Male 


Quartet, 








primarily an ideal workshop. The Com- 

pany’s 3,800 employees enjoy the maximum 
of good air, sunlight and quiet possible in the intense 
life of Manhattan, as well as 20th Century utilities and 
conveniences that multiply human efficiency in the 
day’s work. 
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New York Life Insurance Company 
MADISON SQUARE, NEW YORK, N. Y. 


Darwin P. Kingsley, President 
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Uses Sales Folders 
To Boost Industrial 





W. J. BRADLEY’S CHICAGO TALK 





Home Life of America Finds Application 
of Visual Selling Plan Helpful 
To Average Debit Agent 





Special effort drives and special sales 
bulletins and pamphlets have been found 
very useful by the Home Life of Amer- 
ica in fighting the business depression 
dullness, William J. Bradley, publicity 
manager of the company told the Indus- 
trial Insurers Conference at Chicago last 
week. The drive and the folders are es- 
pecially useful to the average agent, he 
said, being as much help as having an 
assistant superintendent or special can- 
vasser with him. 

Mr. Bradley continued: “Experience 
shows that business produced by this 
method is of a good calibre for the agent 
has more confidence in his ability to 
place and retain in force business which 
he has personally produced. In addition 
the most successful method of selling 
life insurance—the visual sales plan— 
is of decided advantage to the agent. 
This increases his self-confidence and 
urges him to put forth his best sales- 
effort. It arouses the curiosity of the 
otherwise immune and inured premium 
payer. It affords him a method of in- 
troduction to the other members of the 
family. It indicates he has new sales- 
ideas and consequently it invites an in- 
terview which might otherwise be diffi- 
cult to secure. It is considered by both 
the agent and the prospect as an of- 
ficial messenger from the company. It 
stimulates his sense of pride to be as 
good a producer as his fellow-agents dur- 
ing the special effort. 

“We are now using a special sales 
folder in a campaign to reduce arrears 
in honor of our secretary, Mr. Joseph L. 
Durkin. It contains an appeal to pol- 
icyholders to protect our mutual inter- 
ests. It emphasizes the fact that dur- 
ing 1929 approximately 25,000 persons 
died whose insurance policies, totaling 
more than $20,000,000 had been permit- 
ted to lapse within the previous year, 
depriving beneficiaries of this enormous 
amount through failure to pay a few 
small premiums. It further emphasizes 
the fact that during the same period 
over 118,000 death claims for a total of 
$64,800,000 were paid on life insurance 
policies that had been in force one year 
or less, and that over two billion dollars 
was paid out in life insurance benefits 


during 1929.” 








RHODES CLUB CONVENTION 





Berkshire Life Leading Producers Meet 
at Home Office; James Elton Bragg 
Is a Speaker 

The fifth annual Rhodes Club conven- 
tion of the Berkshire Life was held at 
the home office in Pittsfield, Mass., last 
week. One of the highlights was a talk 
on “Programming and Psychology of 
Salesmanship” by James Elton Bragg, 
director of the life insurance training 
course at New York University. An- 
other inspiring talk was made by Joseph 
E. Pierson, assistant treasurer of the 
company. 

Friday noon a buffet luncheon was 
served at the Berkshires Hunt and Coun- 
try Club, Lenox, Mass. In the after- 
noon many of the delegates played golf 
while others took a drive over the Mo- 
hawk Trail. A dinner was held at the 
club in the evening attended by all the 
officers and some of the directors of the 
company. 











TRUST COMPANY APPOINTMENT 


R. McAllister Lloyd has been appoint- 
ed assistant vice-president of the Bank 
of New York and Trust Co, 
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LIVE HINTS FOR BUSINESS 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Lffichency 


Grant L. Hill, 


Plight Guardian Life, New 

of a Lawyer’s York, tells The East- 

Widow ern Underwriter of a 

disaster which fol- 

lowed a loan on policies. The incident 
follows: 


“About seven years ago a prosperous 
lawyer with a good-sized line of insur- 
ance borrowed ‘the limit’ on all of his 
policies. Under protest of his wife and 
against the advice of the two insurance 
agents who effected the loans he invest- 
ed the cash together with as much mon- 
ey as he could raise in a new and hazard- 
ous business venture for which he was 
counsel. 

“The investment fell through. Within 
three years’ time he had lapsed all but a 
$5,000 policy, and about a year later he 
was killed in an accident. His widow 
had had no previous business experience 
and yet was forced to take up some- 
thing that would support her and a 
young son. After trying various types of 
work she is now selling carbon paper, 
etc., from office to office.” 

* * * 


Who has been buy- 
Who ing the big policies 
Is recently? An analy- 
Buying? sis compiled by the 
Lincoln National Life 
showing men who purchased life insur- 
ance in amounts of $10,000 or over dur- 
ing the past month indicates that phy- 
sicians and surgeons head the list. Next 
come retail dealers, buyers, insurance 
men, bank and financial officials, build- 
ers, contractors, and real estate agents. 
Others leading in the field of big policy 
buyers for the company are accountants, 
managers, dairy farmers, florists, garden- 
ers, commercial travelers, automobile 
dealers, army officers, proprietors of 
lumber yards, proprietors of stock yards, 
ice cream dealers, college professors, me- 
chanical engineers, editors, men in pub- 
lic service, postmasters, civil service em- 
ployes, and skilled mechanics and fore- 
men. 
* * * 
In the last exami- 
Recognizing nation for the C. L. 
the U. degree one ques- 
Instincts tion asked the candi- 
dates to enumerate 
the instincts which impel the purchase of 
life insurance. By appealing to an in- 
stinct an emotion is aroused and it is 
usually this emotion that makes the in- 
dividual act in a particular way. The 
appeal may be made in a variety of ways 
and everything in the environment 
(place, time, personality, appearance, 
etc.) plays its part. 

The following constitutes the list of 
instincts given by one candidate for the 
degree: 

The sex instinct; man’s love for his 
wife makes him want to provide that she 
will not suffer want. 

The parental instinct; 
children. 

Desire for approval; he wants his 
neighbors to think that he did the right 
thing. 

Desire for leadership; the man who 


his love for 





likes to be at the top sometimes buys 
for this reason. : 

The acquisitive instinct; some men re- 
alize that life insurance is the best way 
to accumulate a large estate. 

The constructive instinct; some men 
like to buy when a program or definite 
plan is laid out for them. 

The fear instinct; some men buy _be- 
cause they are apprehensive that early 
death awaits them. 

The play tendency; some men buy en- 
dowment insurance so that later they 
may travel. 

The gregarious instinct; some men 
will buy because everyone else is doing 
- x * x 

The value of an 


Capitalizing agent’s time is much 
Your more important to 
Time him than he often 


realizes. Galen Winn, 
a representative of the Inter-Southern 
Life, has this to say about it: 

“If your time is worth $18 per day and 
you planned your work in a manner 
whereby you would spend three hours 
actually interviewing prospects, your 
time would be worth $6 per prospect in- 
terviewing hour, or ten cents per minute. 
Should you permit a friend to consume 
thirty minutes of your interviewing time 
discussing various topics of the day or 
other unimportant matters, then he has 
willfully taken up $3 worth of your val- 
uable time and he should be made to 
pay for it. You can readily see the point 
I am making: capitalize on your time— 
it is the greatest asset you possess and 
only by properly utilizing his time can 
a man hope to realize his ambition.” 

* * x 


“The New England 


Frequently Pilot” recently listed 
Overlooked twelve prospect op- 
Opportunities portunities often 


overlooked by field- 
men, as follows: 

1. Children of policyholders, ages ten 
to twenty. 

2. Wives of policyholders. 

3. Army officers. 

4. Brothers and sisters of policyhold- 
ers. Ages can be secured from applica- 
tions. 

‘5. The fellow at the desk next to the 
man you wrote last week. 

6. Going over settlement agreements 
that you made a few years ago may un- 
cover necessary changes, or new needs. 

7. The applicant who was declined 
some time ago may now be insurable. 

8. The policyholder who lapsed after 
having had a policy for a short period 
may now be able to see it through. 

9. That case lost in competition—per- 
haps the prospect in question now needs 
more insurance, and will do business with 
you this time. 

10. The prospect who couldn’t buy 
from you because he had a relative with 
some other company. Perhaps the rela- 
tive is no longer in the business. 

11. The payments on your prospect’s 


house or automobile may now be com- 

pleted, so he can be written at this time. 
12. Working on term conversions often 

uncovers new needs for life insurance. 





OCCIDENTAL LIFE’S NEW FORM 


The Occidental Life of Raleigh, N. C., 
is now issuing twenty payment endow- 
ment at age 65. This does not eliminate 


the continuous premium endowment at 
65. 


NEW PEORIA GENERAL AGENT 

C. W.’ Freudenthal has been appointed 
general agent for the Connecticut Gen- 
eral at Peoria, Ill, succeeding J. A. 
Wakeman, resigned. Mr. Freudenthal 
has had long experience in the insur- 
ance business and has worked in vari- 
ous capacities, as agent, assistant super- 
intendent, general agent and assistant 
state manager in Detroit, Mich. 








IMPROVE 
YOUR LUCK 


Including a Provident 
policy in any = line 
seems to lubricate the 
entire transaction. 


WELLS & CONNELL 


General Agents 


Provident Mutual Life Seisuoence 
Company 


33 Liberty St. New York City 
John 3771 


JOHN MUMFORD’ 
Brokerage Expediter 





225 W. 34th St. 
New York City 
PENnsylvania 6878-9 














HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 











Among America’s Industrial Life Leaders 
THE COLONIAL LIFE INSURANCE CO. 
Of America 


Now Leading Forty Other Companies With Over $120,000,000 In Force 
And More Than $23,000,000 In Ordinary 


Growing Stronger and Strohger Every Day . 
A Good Company to Represent 
Home Office: Jersey City, N. J. 




















34 Nassau Street 


DAVID F. HOUSTON 
President 
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The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 

care of him. Life insurance field work is a business, and subject 

to the principles of general business. Those who achieve in this 
work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. Tae Mutua Lire INsurANcE Company OF New YorK 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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Penn Mutual Meeting 
At Colorado Springs 


800 AT ANNUAL CONVENTION 





Group of Officers Headed by Vice-Presi- 
dent Hugh D. Hart Attend Meeting 
Featured by Sales Ideas 





Penn Mutual Life agents to the num- 
ber of 800 and a group of home office 
executives headed by Vice-President 
Hugh D. Hart, were in Colorado Springs 
this week attending the eighth annual 
field convention and the forty-seventh 
annual meeting’ of the Penn Mutual 
Agency Association. In addition to Vice- 
President Hart there were present: 

Vice-President J. V. E. Westfall; 
George R. White, actuary; Vincent B. 
Coffin, director of education; J. H. Jef- 
feries, agency secretary; Wallis Boileau, 
Jr., assistant to the vice-president ; Stew- 
art Anderson, manager of the Bureau of 
Field Service; D. Bowd Slattery, mana- 
ger of the direct mail department; Mal- 
colm Adam, superintendent of applica- 
tions; William D. Jones, assistant au- 
ditor, and James A. Preston, William A. 
Conway, S. F. Thompson, Osborne Beth- 
ea, Edwin F. Norene, John E. Gibbs, 
members of the education department. 
John A. Stevenson, home office agency 
manager, waS a prominent member of the 
party. The Assembly Hall of the Ant- 
lers Hotel was used. There were three 
full sessions, one each morning and in 
the afternoons there were many small 
group meetings and consultations. For 
example, the women agents had a con- 
ference at 2:30 on Monday afternoon 
with discussions of topics of special in- 
terest to the women sellers of life in- 
surance. On Monday evening there was 
a dinner of the graduates of the com- 
pany’s five agency building schools for 
general agents and supervisors. On Tues- 
day morning Vice-President Hugh D. 
Hart was host at a half million dollar 
breakfast. This was attended by agents 
who had delivered a half million or more 
during the convention year. 

Holgar J. Johnson, general agent at 
Pittsburgh, was chairman of Monday’s 
session. 

J. Elliott Hall, general agent, New 
York City, read a message sent by Pres- 
ident William A. Law, who was detained 
in Philadelphia by pressure of business. 
President Law said that he regretted that 
important duties kept him from the meet- 
ing and expressed the greatest confi- 
dence in the outlook for the business 
generally and for the Penn Mutual or- 
ganization in particular. 

Vice-President Hugh D. Hart came to 
the platform and briefly outlined the 
Penn Mutual’s plans and immediate goal, 
his subject being “Our Penn Mutual Am- 
bition.” 

Next came a feature that was thor- 
oughly entertaining and was finely in- 





structive. The Penn Mutual during the 
last three years has held many three 
day schools throughout the country for 
the instruction of agents in modern 
methods of salesmanship. A representa- 
tion of such a school was given for the 
benefit of the 800 agents. Vincent B. 
Coffin, director of education, was in 
charge. Twenty Pennmutualists from 
the convention floor had a part. There 
were sales demonstrations made by mem- 
bers of Mr. Coffin’s department—Messrs. 
Conway, Thompson and Bethea, with 
Edwin F. Norene, another member of 
the department, as the prospect. These 
demonstrations were followed by ‘an an- 
alysis of them by Messrs. Preston and 
Gibbs, also members of the educational 
department, and the school ended with 
inspirational comment by Director Cof- 
fin. 


Hear Vice-President Westfall 

Manuel Camps, Jr., general agent at 
Providence, held the chairman’s reins on 
Tuesday morning. 

Following singing, Vice-President J. V. 
E. Westfall, one of the newer officials 
of the company, was introduced to his 
field associates and discussed the prin- 
ciples of underwriting which govern the 
work of his department. 

B. F. Shapro, general agent at San 
Francisco, who also is a newcomer to 
the Penn Mutual, now received his in- 
troduction to his field associates and re- 
sponded with “The Money Bag Presen- 
tation.” This sales talk was Mr. Shap- 
ro’s own creation, and in his agencies 
at San Francisco he and his associates 
have used it with remarkable success. 
He gave the complete talk, with a his- 
tory of it and some supplemental com- 
ment. 

The next feature of the meeting was 
the awarding of Penn Mutual honors to 
men and women who had done notable 
things during the convention year. There 
were seven classifications, and the nam- 
ing of the designees of honor aroused 
great enthusiasm. Frank H. Davis, west- 
ern production manager, did the award- 
ing. 

Next came a half hour of comment 
by many of those who attended the half 
million dollar breakfast. 

The closing item of the morning’s pro- 
gram was an address by John A. Steven- 
son, manager of the John A. Stevenson 
agency, Philadelphia. His subject was 
“The Underwriter’s Opportunity in the 
Penn Mutual—the Present; the Future.” 

The closing session, Wednesday morn- 
ing, had for its director Frank H. Davis, 
western production manager. There 
were three features. The first was a 
playlet entitled “Pennmutualists Un- 
masked” written by Vice-President Hart, 
Director of Education Coffin and Home 
Office Representative Gibbs. The aim 
was to show the efficient agent and the 
inefficient agent, by depicting each type 
—in his home with his wife, in his of- 
fice with his general agent, and selling 
insurance in the field. The directing of 
the production was done by Mrs. Gibbs, 
Los Angeles. The prologue was given 
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of New York 





A COMPANY 
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Chairman of the Board 





of OPPORTUNITY 


JAMES A. FULTON, 
President 


On Agency matters address: 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 
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by Stewart Anderson, manager of the 
bureau of field service. The actors were 
the following general agents: Alexander 
E. Patterson, Chicago; Harry W. Al- 
bright, Albany; Rene P. Banks, Spo- 
kane; David B. Adler, New York City; 
Leon W. LaBounta, Minneapolis; Sam- 
uel G. Buckner, Grand Rapids; W. Stan- 
ton Hale, Atlanta, together with Miss S. 
Margaret Landis, Harrisburg, Pa.; Carle- 
ton L. Staples, New Bedford, Mass.; and 
Forrest L. Curry, Spokane. 

‘Chairman Davis then held the thrilled 
attention of the audience for thirty min- 
utes while he reviewed the sessions of the 
three days of the meeting, emphasizing 
features which were especially valuable, 
and urging every representative of the 
company in the audience to put all of his 
energy, his loyalty and his conscience 
into his work as a member of the Penn 
Mutual’s field force and as a member of 
the great institution of life insurance. 

The final address was made by Vice- 
President Hart. Mr. Hart, item by item, 
recited the various noteworthy accom- 
plishments of the agents during the last 
three years. He outlined the hopes of 
the executives for future achievements 
and he closed with a description of the 


. ideals which should characterize every 


Pennmutualist 
writer. 

There was no banquet. During the last 
three days of this week the general 
agents of the company will be in con- 
vention. 

_ Mr. Hart and Mr. Coffin were speak- 
ing guests at a dinner of the Colorado 
Life Underwriters’ Association. 


and every life under- 


LEAVES NAT’L UNDERWRITER 

Emerson R. Smith, manager in the 
eastern field for “The National Under- 
writer” with headquarters in New York, 
has resigned and has joined the agency 
department of the Metropolitan Life. Mr. 
Smith is well known throughout the 
business having been connected with 
“The National Underwriter” organiza- 
tion for sixteen years. 





FRONT WHEEL 
DRIVE— 


The value to an automobile of 
the front wheel drive is well 
known—its value to a salesman is 
not so well known. A company 
that pulls its men along instead of 
pushing them offers a front wheel 
drive for their salesmanship. Fi- 
delity is such a company. 
| Its lead service and Low Rate 
policies make selling easier. It of- 
fers a live-and-let-live contract 
backed by more than half a cen- 
tury of fair dealing. It is finan- 
cially solid and operates in thirty- 
nine states, including New York, 
on a full level net premium basis. 
It has over $422,000,000 insurance 
in force. 


A front wheel drive com- 
pany that pulls rather than 
pushes. 


Openings available for the 
right men. 


The Fidelity Mutual 


Life Insurance Co. 
Philadelphia 
Walter LeMar Talbot, President 
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How WouLD 
YOU LIKE 
TO INCREASE 
Your INCOME 
20% 
WITHOUT 
INCREASED 
EFFORT? 

WE CAN 
SHOW YOU 
How 





PHONE EITHER OFFICE 


MeWILLIAM & HYDE 
General Agents 
PENN MUTUAL LIFE 


285 Madison Avenue 
Caledonia 3720 


GUSTAV C. WUERTH 
Associate General Agent 
217 Broadway 
Fitzroy 2880 
NEW YORK 
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INVESTMENT TENDENCIES 
There has been some discussion in 
British insurance circles about the ten- 
dency of insurance investment funds to 
seek new channels. There have even 
been warnings against insurance compa- 
finance 
corporations, one such warning having 
been made by an 


nies becoming predominantly 
English leader and 
similar sentiments also being expressed 
by a large Australian office. 

A. theory or belief concerning insur- 
ance finance is under test at the pres- 
ent time, in the opinion of “The Policy,” 
British insurance publication, and the 
paper goes on to say that there is con- 
siderable comment in insurance circles 
on this tendency. 
of the new tendency, there is cited the 


By way of illustration 


London’s purchase of a 
Copenhagen 
It is recalled that the 


Prudential of 
large property in which 
it is developing. 
same company recently built a large row 
of flats in London. 

American life insurance companies 
have comparatively recently become in- 
vestors in preferred stocks and it is pre- 
dicted by some that there will be a very 
considerable increase in the use of this 
investment medium by the life compa- 
nies. American fire insurance compa- 
nies are regarded by investors as invest- 
ment trusts by reason of their large hold- 
ings of selected stocks of industrial cor- 
There are no signs in this 
country of unusual types of investment 


porations. 


as an outlet for funds of insurance com- 
panies. In fact, the strict regulations 
by the 
companies particularly to restricted in- 
vestment fields. 

It may be that some of the larger 
life companies may follow the example 
of the Metropolitan and The Prudential 
in building apartment houses on a large 


states hold the life insurance 


scale as homes for wages earners, thus 


bringing desirable housing facilities 


within the reach of industrial workers. 





INTERNATIONAL UNION OF 
MARINE INSURANCE 
Meeting in Vichy, France, this week 
in annual convention is the International 
Union of Marine Insurance, one of the 
very few truly international insurance or- 
ganizations. More than 225 companies be- 
long to this association. They represent 
twenty-eight countries located in Europe, 
North and South America, although es- 
sentially it is a European union. The 
United States is represented by five of 
its leading marine writing companies, the 
Automobile of Hartford and the United 


States Merchants & Shippers having 
joined in the last twelve months. 

This International Union has been in 
existence for many years and exerts a 
big influence in the 
This control is moral rather than any- 
thing else because the Union realizes the 
difficulty of getting a large number of 
nations with varying home laws and 
competitive conditions to agree definitely 
to subscribe to any particular written 
set of rules. Nevertheless, the Union is 
gaining in prestige and world-wide influ- 
ence and its conventions draw many of 
the marine insurance leaders. 

One of the goals toward which the In- 
ternational Union of Marine Insurance is 
now slowly working is a unification of 
cargo policy conditions generally. Among 
the reasons for the comparatively poor 
profits on marine cargo insurance in re- 
cent years has been the tendency to 
broaden policy conditions and to extend 
coverage to risks not originally classi- 
fied as perils of the sea. These are 
purely competitive measures. This habit 
went to such extremes that many under- 
writers now are trying to eliminate some 
of these extraneous risks and also to 
standardize conditions. Some 
countries want the theft and pilferage 
clauses made uniform; others want the 
war risk clauses or the additional risks 
such as breakage, leakage, rust, sweat 
and heating. 

But for the moment most progress is 
being made in the direction of obtaining 
some standardization of warehouse to 
warehouse clauses. The Union now con- 
templates uniform rules for the extent 
of underwriters’ liability more especially 
as regards the commencement and ex- 
piration of risks. Fire insurance under- 
writers are interested in this for the 
center of the difficulty is to fix the time 
when marine coverage ends and fire in- 


policy 


surance begins on shipments from one 
warehouse to another. 

The International Union has so far 
consistently refrained from taking an ac- 
tive part in the handling or settlement 
of claims as there seems,to be no need 
for an‘international organization of this 
kind. It was natural therefore that a 
proposal to the effect that a Recoveries 
Bureau should be set up under the aus- 
pices of the Union for the purpose of 
safeguarding underwriters’ interests in 
respect of claims against carriers was 
rejected. 





Sir John T. Davies, K.C.B., has joined 
the British Board of Reference of the 
Zurich General. 











marine business. . 


The Human Side of Insurance 








Gerard S. Nollen, president of the 
Bankers Life of Iowa, is shown in. the 
accompanying picture admiring the lat- 
est gift from his enthusiastic agency 
leaders. Visitors, during the past few 
weeks, to the office of Presiderit Nollen 
have admired a new addition to the of- 
fice ornaments—a beautiful grizzly bear 
hide presented to him by members of the 
Bankers Life Premier Club of 1930. The 
presentation occurred at .Glacier Na- 
tional Park the last week in August while 
the Premier Club was holding its annual 
School of Instruction there. It was 
really a birthday gift because President 
Nollen celebrated his fiftieth birthday an- 
niversary on August 29, while the tour 
of Glacier Park was in progress. The 
hide of the grizzly, one of the largest 
ever shot in Montana, was obtained from 
a rancher who shot the animal himself. 
The photograph pictures President 
Nollen in his office seated beside the 
bear skin. 

ea oe 

E. W. Kelly of Bristol, president of 
the Virginia Association of Insurance 
Agents, and W. Owen Wilson of Rich- 
mond, chairman of the executive com- 
mittee, will represent the state associa- 
tion at the convention of the National 
Association in Dallas October 7, 8. 9. 10. 
Louis E. English of Louis E. English, 
Inc., general agency of Richmond, will 
accompany them on the trip to Dallas 
where. he will attend a meeting of the 
American Association of Insurance Gen- 
eral Agents there the same week. He 
is chairman of the executive committee 
of that organization. 


es ek 
At the recent primary election in 
Michigan, Former Governor Alex. J. 
Groesbeck, who is president of the 


Michigan Life of Detroit. was apparent- 
ly defeated for the Republican guberna- 
torial nomination in the recent primary 
election by Wilber M. Brucker, attorney- 
general. According to unofficial returns 
the margin of Brucker’s victory was, very 
close. Groesbeck has announced that he 
will file a petition for a recount of the 
entire state in view of the fact that ir- 
regularities are charged and that many 
mistakes were:disclosed in the early re- 
turns. 
a 


_ Frank J. Price, Jr., associate advertis- 
ing manager of Thé Prudential, will rep- 
resent the company at the’ Insurance 
Advertising Conference, which opens on 
Monday at Milwaukee. 





William D. Hemenway, president of 
the Insurance Agency Co. of St. Louis, 
has completed a half century in the busi- 


ness. He started with the local agency 
of A. C. Travis in 1880 and later served 
with the Phoenix Assurance as state 
agent for Ohio, Indiana, Kentucky and 
Tennessee. After that he returned to 
St. Louis to enter the local agency busi- 
ness with Ernest Peugnet under the firm 
name of Peugnet & Hemenway. In a 
few years this agency was merged with 
others to form the Insurance Agency 
Co. Mr. Hemenway has. served as 
president of the Fire Underwriters As- 
sociation of St. Louis, the Underwriters 
Salvage Corps and the St. Louis Fire 
Prevention Bureau. 
ee 


Clinton P. Anderson, general agent at 
Albuquerque, Ariz., for the Occidental 
Life of Raleigh, is acting president of 
the Rotary International for several 
weeks, owing to the absence of the pres- 
ident from the United States. Mr. An- 
derson, third vice-president of the Ro- 
tary International, has been active in 
the organization since 1919. He was 
president of the Albuquerque Rotary 
Club in 1925-6 and a district governor of 
the New Mexico-West Texas district in 
1926-7. He served on a number of com- 
mittees of the Rotary International, and 
was elected a director at the convention 
in Chicago this year. When made third 
vice-president he became next to the 
president in practice, as the first and 
second vice-presidential titles are held 
overseas. He is chairman of the admin- 
istration committee and of the magazine 
committee which publishes “The Ro 
tarian.” 

* ok Ok 


James M. Stokes, Jr., of Philadelphia, 
was in New York City this week. Mr 
Stokes recently returned from an ex 
tended tour of Europe during which he 
visited most of the countries of the Con- 
tinent. 





LIFE UNDERWRITERS 
CONVENTION 


The proceedings of the’ Interna- 
tional Convention of Life Unier- 
writers which has been in session this 
week in Toronto will be published 1 
an extra edition of The Eastern 
Underwriter to be sent to all sub- 
scribers after the close of the con 
vention. 
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Writing for the Movies 

Mrs. Spencer Welton, for years one 
of the most prominent figures at the cas- 
ualty conventions, has been writing for 
the movies. Before her marriage Mrs. 
Welton was a prominent newspaper wo- 
man in Atlanta and New York, and also 
was on the stage as leading woman in 
Henrietta. Crossman’s company when 
Miss Crossman starred in “Sweet Kitty 
Bellairs.” 

* ok Ok 


August 15, 1456. He had dreams of print- 
ing from movable type but lacked funds. 
However, he had several supporters to 
his experiment, among them a young 
lady of noble family. She advanced him 
the money. The Gutenberg Bible was 
in Latin, a magnificent piece of work, 


the Gospels, was written in Palestine be- 
tween 60 and 70 A. D.; Mark was writ- 
ten in Rome abcut 60 or 70 A. D., and 
es between the years. A. D. 60 and 


The Dearden book is published by the 
John C. Winston Co. 


of large folio size and well-printed on * * * 
: fine paper by the use of large metal Most Prominent Life Insurance 
types. It is probable that the design - ekeenes 
of the Gothic characters was an imita- “Th ———— ‘ 
tion of the lettering by hand on the old e Spectator” has issued its annual 




















British 
it up. 
For twenty years Mr. Ettlinger was 
head of his own brokerage business in 
this city. In March, 1928, he organized 
the Empire Fire. It has a paid-up capi- 
tal of $400,000 and a contributed surplus 
of $600,000. The vice-president and 
underwriting manager of the company is 
William Schaefer, for years New York 
local secretary of the United States 
branch of the London Assurance. 


insurance papers have played 





manuscripts. It is believed that the cele- 
brated Gutenberg book was four or five 
years in the making. It is of great 
scarcity but there are nine copies in 
America. One of them is now in the 
New York Public Library. In Febru- 
ary, 1926, a copy of the Gutenberg Bible 
was sold at public auction in New York 
City for $106,000. 


The Dearden book is loaded with in- 
teresting reproductions of biblical man- 
uscripts and descriptions of various fa- 
mous Bibles. The original manuscripts 
of the Bible were written during a pe- 
riod of about 1,400 years. They were the 
work of many writers who lived centuries 
apart. Genesis to Deuteronomy, the old- 
est-books constituting the early Hebrew 
Torah or Law, were probably first cast 
into written form in the 10th or 9th cen- 
tury, B. C. That Exodus, Deuteronomy 
and Genesis are very old is a certainty. 
But much of the old testament is of a 
later period, and was undoubtedly writ- 
ten during the four hundred years prior 
to the invasion of Assyria by Alexander 


“Prominent Patrons of Life Insurance” 
number which contains the names of 
more than 15,000 large policyholders 
throughout the country, and endorse- 
ments of life insurance by the President 
of the United States, members of the 
cabinet and governors of the states. Her- 
bert Hoover’s letter to “The Spectator” 
follows: 

“Insurance offers men and women an 
opportunity to pool the financial effects 
of chance misfortunes, and is also a good 
medium for saving and investment. The 
wide distribution of insurance in this 
country is an invaluable factor in our 
daily life, and is, I believe, one of the 
finest results of our national develop- 
ment.” 

“The Spectator” tables show that nine- 
teen men in the United States carry 
more than $4,000,000 insurance. The lead- 
er is Pierre S. du Pont of Wilmington, 
Del., with $7,000,000. The next eleven 
given are John C. Martin, Philadelphia, 
$6.540,000: William Fox, New York, $6,- 
500.000; Herbert L. Dillon, New York, 
$6.000.000: Frederick B. Patterson, Day- 


i a ae the Great in the year 333 B. C. Ezekiel, ton, $5,480.500; Joseph M. Schenck, New 
The Most Widely Quoted Current R. R. Deard i die h as an illustration, was written while the York, $5.250,000; Jesse Lasky, New York, 
. Insurance Statement - K. Vearden, Jr’s ook on the prophet was a captive in Babylon, and — $5,000,000; Adolph Zukor, New York, $5,- 
To F. I. Ettlinger, president of the Bible is assigned to about the year 580 B. C., 000,000; Frank P. Book, Detroit, $5,000,- 


Empire Fire of Brooklyn, goes the dis- 
tinction of having written the most 
widely quoted statement having to do 
with fire insurance which has been said 
in some years. That is a statement which 
he sent to insurance and daily papers 
about insurance stocks and the tendency 
of major companies to direct their in- 
vestment funds into the outright pur- 
chase of securities of those companies 
which have a record of good manage- 
ment and the continued payment of di- 
vidends over a period of years. 

_The American insurance newspapers 
did not pay much attention to Ettlinger’s 
statement as his company is a small one 
and he is not one of the better known 
executives in the business, but all‘of the 
daily papers gave his talk a run and the 


No volume which has reached my desk 
in some years has interested me more 
than the book on the Bible which has 
been written and compiled by Robert 
R. Dearden, Jr., president of the “United 
States Review,” Philadelphia. It is the 
story of the making of the Bible and of 
the events and people associated with the 
earliest manuscripts and earliest printed 
Bibles, with reproductions of valuable 
manuscripts and early printed editions. 

Mr. Dearden calls his book “The Guid- 
ing Light on the Great Highway.” Em- 
bossed on the cover in gold is a cut 
of Johann Gutenberg of the German city 
of Mainz, who was the first printer of 
the Bible. Dearden calls the Gutenberg 
Bible “a towering monument for civiliza- 
tion.” Gutenberg published this Bible on 


and Jeremiah not far from the same 
time. The Psalms in which religious 
thought finds expression in lyrics of ex- 
quisite beauty and tenderness could hard- 
ly have been brought to final form be- 
fore the second or third century B. C. 
Lamentations grieves over the é¢apture 
of Jerusalem by Nebuchadnezzar, about 
586 B. C., and the Maccabees of the 
Apocrypha bewails the persecution of the 
Jews by Antiochus at a period as late 
as 170 B. C. Of signal importance is 
the Septuagint, or the version of the 
Seventy, written in Greek at Alexandria 
during the reign of Ptolemy, about 270 
B. C. It was the version in use during 
the lifetime of Christ and His disciples. 

In discussing the New Testament Mr. 
Dearden says that Matthew, the first of 


000; Herbert V. Book, Detroit, $5,000,- 
000; J. Burgess Book, New York, $5,000,- 
000; James H. Rand, Jr., Buffalo, $5,000,- 
000. 


* * * 


Runs Pictures of Risks 
The Pacific Indemnity in its page ads 
on the Coast frequently runs pictures of 
large properties which it insures. A re- 
cent ad of this type showed the Hunting- 
ton Hotel, Pasadena, a resort hotel. 
* * x 


To Tour Texas 
Following the convention of the Na- 
tional Association of Insurance Agents 
in Dallas there will be a four-day holi- 
day tour of Texas, including a visit to 
Matamoros, Mexico. 





- | Group of Commissioners and Deputies Snapped at Hartford Convention | 













“7 


When the insurance commissioners held their convention in Milwaukee the Hartford “Times” snapped some groups of Departmental men and guests. : One 
of these groups is reproduced herewith. “iy ; : Si 

Reading from left to right: Edgar C. Lawson, Auditor, West Virginia; M. A. Freedy, Commissioner, Wisconsin; William M. Corcoran, Actuary, member of 
S. H. & L. J. Wolfe; Joseph H. Maurice, Supervisor of Agents, Connecticut Department; L. H. Low, Director of Trade and Commerce, Illinois; Deputy J. O. Rummens, 
ashington; D. C. Neifert, Director, Idaho; John E. Sullivan, Commissioner, New Hampshire; S. A. Olsness, Commissioner, North Dakota; Chief Clerk. Corcoran, 
ermont Department; Col. M. H. Taggart, Commissioner, Pennsylvania. 
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Insurance Stocks Held 
Reasonably Valued Now 


J. K. RICE, JR. & CO. ANALYSIS 





Leading Companies’ Securities Have Dis- 
counted Unfavorable Factors and Are 
on Good Yield Basis 





Better opportunities to purchase in- 
surance stocks on a comparatively fa- 
vorable yield basis are offered today than 
have existed for several years according 
to J. K. Rice, Jr. & Co. well known 
New York stock brokers specializing in 
bank and insurance stocks. Some of the 
better known insurance stocks are now 
available at price levels to yield between 
3.5% and 6.5%. Examination shows that 
many of these fire and casualty compa- 
nies have unbroken dividend records of 
thirty years or more. 

In addition, to attractive yields, lead- 
ing insurance stocks are selling around 
or in some cases for less than the liqui- 
dating values, J..K. Rice,.Jr., & Co. say. 
Few of these companies have suffered 
more than negligible decreases in assets 
during the last two years as the result 
of the general depreciation in security 
prices. Conservative investment man- 
agement over a long period of years has 
enabled most of these well-established 
companies to build up portfolios, includ- 
ing selected bonds, preferred stocks, 
mortgages and common stocks in bal- 
anced proportion, thus giving a proper 
diversification of investments and reduc- 
ing to a minimum the possibility of large 
financial losses from that end of the 
business. 

The present year will not result prob- 
ably in more than moderate profits at 
best for the majority of fire and casualty 


Unbroken Div’d. 








W. U. A. EXTENDS POWERS 





Members Vote to Permit Association to 
Take Jurisdiction Over Automobile 
and Other Side-Lines 
The Western Underwriters Associa- 
tion at its Toronto meeting last week 
passed a resolution giving the organiza- 
tion power to extend its control over 
the allied lines of fire insurance. This 
act is considered of vital importance be- 
cause up to the present the W. U. A. has 
confined its regulatory powers to fire in- 
surance alone. The text of the reso- 

lution follows: 

“Resolved, That if and when such ac- 
tion is advisable and necessary in pro- 
tecting the interests of the members of 
the Western Underwriters’ Association, 
the governing committee is authorized, 
in its discretion, to take jurisdiction over 
collateral and allied lines in co-operation 
with the association now or then gov- 
erning such lines.” 

It is considered likely that the first 
of the allied lines to come under the 
rules of the W. U. A. will be automobile 
insurance. For a long while the auto- 
mobile production situation in the West, 
and right now in Michigan, has not been 
what it should be and the feeling has 
grown that a strong hand is needed to 








restore order and remove disastrous 
competition. 
companies. Unsettled investment mar- 


kets, high loss ratios and reduced pre- 
mium incomes will all operate to keep 
profits down and in some cases will elim- 
inate them altogether. Nevertheless the 
stocks of most leading insurance com- 
panies have already generally discounted 
these 1930 results. Following are some 
interesting statistics on a selected num- 
ber of insurance company stocks as pre- 


pared by J. K. Rice, Jr, & 


Market Value Liq. Value Div’d. Yield 
(Years) Name of ene Sept. 22,’30 June 30, ’30 Rate % 
57 SS aaa 64 57 2.00 3.1 
30 American Alliance ........ 30 29 1.60 — 
58 American Insurance ...... 19 19 1.00 5.2 
43 American Surety ......... 113 65 6.00 5.3 
55 er 670 672 16.00 2.4 
45 Ce DE Sckceciencucn Be 24 1.00 4.5 
t RN ide dawenins Scien sé 29 33 1.50 4.2 
t oO ee Seer 524 16.00 *4.2 
77 ee ee 57 41 2.40 4.2 
20 Fidelity-Phenix icke-siaewae 67 47 2.60 4.0 
74 PRONE on bisi cass bvecces 34 32 2.20 6.5 
4 i 30 27 1.60 2 oe 
29 Globe & Rutgers.......... 975 981 28.00 2.9 
57 Great American .......... 31 33 1.60 5.0 
58 CN NE as cc bccn ccaae 23 28 1.00 4.3 
70 Bienower FIPe once scecsscs 43 45 1.60 3.7 
t Harmonia Fire ........... 29 34 1.50 $.1 
56 PAMCCNOTE PWC. 6. as-s:k ccevee 74 64 2.50 3.4 
56 DE ne cras scons a vnc 42 39 2.00 4.7 
58 ere 70 71 2.00 2.8 
t New Brunswick .......... 28 32 1.50 5.2 
108 PG WRENOE © nSpnicocesusce ee 42 2.00 3.9 
76 EET CC ee 85 § 57 2.00 2.4 
23 Providence-Washington 64 58 2.20 3.4 
+ 20 Sy DE -cebenese ance ewe 63 52 2.40 3.8 
60 Westchester Fire ......... 55 § 57 2.30 4.2 


* Yield at equivalent price after 50% stock dividend. 


t Has paid dividends without interruption since affiliation with Home group. 
+ Paid dividends continuously for 82 years prior to 1906. 
29. 
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of what is insurable; 
insured to produce an underwriting profit; 
and a willingness to share that profit with 


Germanic Representation an Agency Asset 


New York City 


President 


2,079,013 


how it should be 











Fire Prevention 


Needs Demonstrated 

The public relations division of the 
National Board of Fire Underwriters, 
of which W. Warren Ellis is mana- 
ger, this week received a letter from 
the West by air mail asking for some 
particular fire prevention literature to 
be used in connection with the observ- 
ance of Fire Prevention Week, Oc- 
tober 5-11. There is nothing at all 
startling in the receipt of such a let- 
ter for the National Board receives 
hundreds of them each week, but this 
particular communication arrived in 
a charred envelope across the face 
of which was stamped by the United 
States Post Office “Damaged in air- 








plane fire.” 











BANS NEW TOM THUMB POLICY 
Acting Superintendent Thomas F. 
4@ Behan of the New York Insurance De- 
partment has disapproved an inland ma- 
rine policy covering miniature golf 
courses against all risks of loss caused 
by fire, windstorm, accidental breakage 
and transportation because these golf 
courses do not involve transportation ex- 
,cept in case of some of the equipment. 





LIQUIDATE MINNESOTA FIRE 


The Minnesota Fire of Chatfield, 
Minn., owned by the American Reserve 
of New York, has reinsured its outstand- 
ing business with the First National of 
America of Seattle, a member of the 

K. Dent group. Control of the 
Minnesota still rests, however, with the 
American Reserve, and the company is 
now being liquidated. 


E. U. A. MEETING SEPT. 30 

The executive committee of the East- 
ern Underwriters Association will hold 
its first meeting of the autumn season 
next Tuesday morning, September 30, in 
New York. There will be no general 
meeting of the association itself until 
next month. 








J. A. KELSEY, General Agent 
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OTHER LIABILITIES 
NET SURPLUS 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 
GEORGE Z. DAY, Ass’t General Agent 





U. S.—Statement December 31, 1929 


$12,994,064.64 
2,418,023.59 
820,712.59 
9,755,328.46 
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INDEPENDENCE FIRE CHANGE 





Withdraws From Corwin Co. General 
Agency in San Francisco; to Oper- 
ate Through Own Branch Office 
The Independence Fire of the Cor- 
roon & Reynolds group, which has here- 
tofore been represented by the Carl N. 
Corwin Co. general agency, will, begin- 
ning October 1, have its California busi- 
ness reported through its branch office 
under the management of W. Rae Demp- 
sey with headquarters at 340 Pine strect, 
San Francisco. The withdrawal of the 
Iudependence Fire from Mr. Corwin’s of- 
fice was not influenced by any dissatis- 
faction with the general agency organi- 
zation, with whom the company’s rela- 
tions have always been of the best, but 
was brought about by the fact that gen- 
erally throughout the country the Inde- 
pendence Indemnity and the Independ- 

ence Fire are associated together. 
Mr. Dempsey will have associated with 
him A. O. Graven, who will be in di- 
rect charge of the fire business. Mr. 
Graven has had a long experience o1 
Pacific Coast business, having been lo- 
cated in San Francisco for several years 
and more recently in the New York of- 
fice of Corroon & Reynolds, Inc. 





CONWAY GUEST OF FIELD CLUB 
The Suburban New York Field Club 
will have Judge Albert Conway of thie 
Kings County Court as a speaker at the 
next monthly luncheon meeting which 
will be held on Monday, October 6, 
the Elks’ Club in Brooklyn. Judge Con- 
way, who was formerly New York State 
Insurance Superintendent, has a very 
large circle of friends in the insurance 
field in Brooklyn, which is his home. 
President Warren E. Buell of Hemp- 
stead will preside at the meeting. 


HUDSON DIVIDEND 
Directors of the Hudson of New York 
have declared a regular semi-annual 





dividend of 35 cents a share, payable 


October 1 to holders of record Sep- 
tember 23, 
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Should Governments Aid With Excess Coverage? 


Despite the offers of the British and 
French governments to aid the con- 
struction of huge ocean-going liners in 
those two countries by assuming marine 
insurance risks, during and after con- 
struction of the vessels, which cannot 
be placed with the regular commercial 
marine insurance markets of the world, 
there is widespread opposition to the 
plan. Granting that the two govern- 
ments are acting with the best inten- 
tions and with no motive other than to 
furnish insurance otherwise practically 
impossible to obtain, both English and 
French marine underwriters are today 
claiming that such governmental offers 
constitute interference and competition 
with private business and therefore are 
not wholly welcome. 

American marine insurance underwrit- 
ers have been up against the same prob- 
lem, or threat of it, for several years. 
However, here the circumstances are 
somewhat different in that the United 
States Shipping Board and some of its 
supporters have periodically contended 
that the American insurance markets 
have discriminated against Shipping 
Board vessels. In England and France 
the governments have offered to accept 
marine insurance risks only after the fa- 
cilities of the local and outside markets 
have been exhausted. The danger of the 
United States government entering the 
marine insurance field as concerns Ship- 
ping Board vessels is not acute, and yet 
not altogether impossible. In nearly 
every session of Congress the question is 
brought up and in fact the Shipping 
Board has just completed a survey of 
American marine insurance business and 
facilities. 


British Liner Plans Delayed 


Advices from London early this week 
were to the effect that the plans for the 
Cunard Steamship Co. building one or 
more 75,000 ton liners to wrest the trans- 
Atlantic speed record back from the 
Germans have been delayed owing to 
the failure of Lloyd’s and other marine 
underwriters to accept the builders’ 
risks. At present construction, therefore, 
is at a standstill. 

The main point at issue is the Mac- 
Donald government’ s guarantee to assist 
in meeting the insurance risks. This, 
some underwriters hold, is tantamount 
to a state of interference in the marine 
markets and might eventually lead to 
complete government control. The un- 
derwriters estimate that the risks may 
be as large as $20,000,000 which is held 
to be too much for one ship. In the 
opinion of some insurance men the Brit- 
ish government might have to take over 
as much as $15,000,000 coverage on the 
new liner when she starts her maiden 
voyage. 

Objections of the French center 
around the point that their government 
has offered to take excess marine insur- 
alice on a vessel to be constructed there 
at a definite rate which is very favor- 
able to the insured. The underwriters 
fear that instead of merely the excess 
coverage going to the government the 
vessel owners will place a good deal more 
because the government rate is consid- 
erably less than could be quoted by the 
marine company underwriters. 

Following are some of the reactions to 
the whole proposition as contained in one 


British and French Marine Insurance Markets Not Wholly 
Friendly to Proposals of Their Nations to Provide Cover- 
age on Huge Liners to Be Built Soon; Fear It May Be First 
Step Toward Government Competition in Private Business; 
Opposed Also to Low Rates Quoted by France 


of the British shipping newspapers: 


“Despite the fact that as yet nothing 
definite has been done towards putting 
into effect any of the proposals for state 
participation in marine insurance, it is 
becoming more and more evident that 
enterprise of this nature is fraught with 
difficulties which are none the less real 
for having been unforeseen, and that a 
considerable amount of readjustment, 
both of ideas and of practice, will be 
necessary before any of the various 
schemes can become practicable. 


“Perhaps the most startling of recent 
developments in this connection is that 
revealed in a letter from M. Albert 
Smeesters, vice-chairman of the Union 
des Syndicats of Paris, and general man- 
ager of ‘L’Unite’ Insurance and Re-In- 
surance Company of France. This let- 
ter stated unequivocally that the French 
market has not been consulted, either 
directly or indirectly, in connection with 
the fixing of the rate of 11s per cent for 
the total loss rate on the new C. G. T 
liner, the rate which marks the limit 
which can be paid in the open market 
before the French Government begins 
to participate in the risk on this vessel. 

“M. Smeesters says that: ‘The matter 
has never been submitted to the Union 
des Syndicats, and I have in the mean- 
time ascertained that even the Company 
La Fonciere, which is leading the slip 
of the C. G. T. has not yet been ap- 
proached on the subject,’ which makes 
it all the more clear that the rate has 
been fixed without any sort of consulta- 
tion with underwriters, and it is easy 
to appreciate why he considers it im- 
‘portant that British underwriters should 
be made aware of the real position so 
far as the French market is concerned. 

French Official Rate Held Too Low 

“In issuing this categorical statement, 
IM. Smeesters has undoubtedly done a 
service to the business of marine insur- 
ance. That a Government should de- 
cide to place a limit on the rate at which 
underwriters are to transact business on 
any risk or class of risk is bad enough, 
but that this should be done and a rate 
arbitrarily fixed without any consultation 
with the market is almost inconceivable. 
It would be more interesting to learn 
the manner in which the French Gov- 
ernment arrived at its quotation, for that 
is what the rate of lls per cent amounts 
to. Possibly it was fixed consequent 
upon discussions with the assured, in 
which case it would seem that the Gov- 
ernment proposes not only to function 
as an underwriter, but as a leading un- 
derwriter as well, and to quote rates 
which, from the very fact that they are 
maxima, must be either accepted by 
those who would also participate in the 
risk, or rejected as inadequate. The re- 
sult is to rob the market of its only 
effective means of bargaining. 

“In the ordinary course of events, 
when a new and important risk comes 
into the market, the rate is fixed by 
the underwriter who leads on the slip 


on which the other vessels under the 
same ownership are covered. If, how- 
ever, the majority of other underwriters 
in the market do not consider the rate 
thus quoted to be adequate, the constant 
refusals to write, or the very moderate 
lines written, eventually force the owner 
to pay a higher rate or else run a large 
proportion of his risk uninsured. In the 
case of a risk for which the maximum 
rate has been fixed by a Government 
which consents to accept any amount 
which cannot be placed in the open mar- 
ket at that rate, this form of collective 
bargaining is done away with, and un- 
derwriters are faced with a ‘take it or 
leave it’ proposal, since any amount of 
refusals to write the risk will not leave 
the owner any the worse off, but will 
only result in substituting Government 
security for that which would normally 
be obtained from the market. 

“Obviously this is an undesirable state 
of affairs, and it has caused consider- 
able perturbation in underwriting cir- 
cles, because of the precedent which it 
creates. Perhaps some indication of the 
general feeling on the subject can be 
‘gained from the remarks of a corre- 
spondent of ‘Lloyd’s List,’ who, com- 
menting upon M. Smeesters’ letter, 
writes: ‘To marine insurance interests in 
all parts of the world this news must 
be disturbing. The assessing of hull 
risks is admittedly one of the most deli- 
cate and difficult of an underwriter’s du- 
ties, and to have a rate arbitrarily fixed 
by a Government which obviously can- 
not possess any technical knowledge sug- 
gests an unwarrantable interference with 
those duties.’ 


The Cunard Insurances 


“So much for the situation in France. 
That in this country in connection with 
the insurance of the two new Cunard 
liners, though not complicated by any 
arbitrarily fixed rate, is perhaps none 
the less perplexing. It will be remem- 
bered that a week ago the present writer 
discussed at some length the suggestion 
that the insurances on these vessels 
should be effected for a period of more 
than twelve months, and pointed out the 
general undesirability of such a proced- 
ure and the impossibility of pledging at 
least some considerable proportion of 
the London market to a contract ex- 
tending over more than the statutory 
period fixed by the Stamp Act. Since 
then the opportunity has arisen to dis- 
cuss this matter with a number of un- 
derwriters, and if it is found that there 
is a very general feeling in the market 
that even were it practicable to give 
cover for more than twelve months it 
would be highly impolitic to do so. 

The Building Risks 


“Tt is early days as yet to discuss the 
sea insurances of the new Cunarders, for 
the building risks have yet to be placed. 
It is, however, gratifying to learn from 
‘The Times ’that a report has been cur- 
rent in the market that a leading firm 
of brokers believe they will be able to 





place insurances in the British market 
for a total amount of about £5,000,000. To 
tell the truth, the present writer has 
been unable to obtain any confirmation of 
this report, but he has no reason to 
believe it to be baseless. Indeed, while 
the writer in “The Times’ considers that 
it may represent an excessively optimis- 
tic view which the brokers would not be 
prepared to confirm, the present writer 
considers that the amount is by no 
means beyond the capacity of the mar- 
ket which will be available when the 
risk comes to be effected. 

“For one thing it must be remembered 
that many non-magine companies are al- 
ready prepared to become interested in 
first class building risks, because such 
risks are, to a very great extent, fire 
risks, and as such can be quite properly 
written in the fire departments of non- 
marine concerns. It is true that the In- 
stitute Builders’ Clauses also include the 
risks of launching and trials, neither of 
which are strictly non-marine risks, but 
the risk of launching can be accepted 
by non-marine underwriters as a ‘con- 
tingency’ risk, while it must be remem- 
bered that the fire market has open to 
it a foreign reinsurance market which is 
perhaps more extensive than that open 
to the marine market, and that in this 
foreign reinsurance market it may well 
be possible to place the risk of trials at 
a rate which would still leave under- 
writers on the whole building risk an 


adequate premium against the risk of 
fire.” 





MADE ESSEX CO. AGENTS 


Meyers & Stell, one of the large in- 
surance agencies in Newark, have been 
appointed agents for Essex County for 
the Occidental of the Fireman’s Fund 
group. 


Methods for reduction and 
control of 


ACQUISITION AND 
OTHER COSTS 
are outlined in the booklet 
“BUDGETARY CONTROL 
FOR INSURANCE 
COMPANIES” 


Copies will be sent to interested 
executives 


Scovell, 
Wellington 


and Company 
Accountants—Engineers 
10 East 40th Street, New York City . 
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Jersey Ass’n Aims to 
Double Membership 

FELL OFF IN THE LAST YEAR 

W. H. Bennett, W. W. Ellis and Percy 


Bugbee Speak at Convention; 
New Vice-Presidents Named 





Harvey B. Nelson, newly elected presi- 
dent of the New Jersey Association of 
Underwriters, has not accepted that post 
merely as a reward for his past fine serv- 
ices to the organization. Like his prede- 
cessor, Frederick Hickman of Atlantic 
City, Mr. Nelson, who hails from Jersey 
City, is going to be right on the job all 
the time. Immediately after his election 
at the annual meeting of the state as- 
sociation at the Hotel Plaza in Jersey 
City last week Mr. Nelson asked for the 
full support of the members in getting 
new members. He said that if cach man 
or woman now in the association will 
work to secure just one additional mem- 
ber during the next twelve months the 
present membership of 408 for the asso- 
ciation will be doubled. He stressed this 
point several times during the day and is 
not going to let it drop now that the 
annual meeting is over. 

The New Jersey Association is plan- 
ning to send a large delegation to the 


Dallas convention next month of the 
National Association of Insurance 
Agents. A railroad representative was 


present at the meeting last week to make 
reservations for a special car going 
straight through from New Jersey to 
Dallas and it was also announced that 
Harry L. Godshall of Atlantic City was 
trying to get a number of agents to- 
gether to make an airplane trip to the 
convention in Texas. 

After the conclusion of the morning 
business meeting at last week’s conven- 
tion luncheon was served to more than 
one hundred agents and guests follow- 
ing which four interesting talks were 
made by men well-known in insurance. 
President Nelson presided. The speak- 
ers were Secretary-Counsel Walter H. 
Bennett of the National Association: 
Vice-President E. J. Schofield of the 
Globe Indemnity of Newark; W. Warren 
Ellis of the public relations department 
of the National Board of Fire Under- 
writers, and Percy Bugbee of Boston, as- 
sistant managing director of the National 
Fire Protection Association. Mr. Scho- 
field’s talk was published in last week’s 
The Eastern Underwriter. 


Six Past Presidents at Meeting 


issue of 


There were six past presiden‘s of the 
New Jersey Association at the luncheon 
head table. They included Thomas C. 
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Perth Amboy, Thomas W. Cocker of 
Patterson; Harry Godshall and Frederick 
Hickman of Atlantic City and Arnold 
Rippe of Jersey City. 

Mr. Bennett told of the favorable im- 
pression the acquisition cost report of 
the special committee of the National 
Convention of Insurance Commissioners 
had made upon local agents. He said 
he could not explain but he did appre- 
ciate the change in tone between the 
original indictment of agency commis- 
sions by the commissioners in June and 
the defense of the agency position taken 
by the same committee in September. 
Mr. Bennett did say, however, that he 
believed that the defenses offered by the 
agents when they appeared before the 
special committee of commissioners at 
the Chicago hearings in June had com- 
pletely changed the rcactions of the 
state insurance department heads toward 
the compensation received by the legi- 
timate agents of the country. 

Acquisition costs in dollars and cents 
have come down in the last ten years 
Mr. Bennett said, even though statistics 
may show a small percentage increase. 
This increase he contends has_ been 
more than offset as far as the insur- 
ance buying public is concerned by a 
steady decline in the fire rate level. 

In clesing Mr. Bennett alluded to a 


agents in the National Association and 
many of the fire companies whereby the 
companies will not give claim settle- 
ments to adjusters or adjusting compa- 
nies which likewise handle the business 
of mutual or other non-stock insuring 
companies. 


Ellis and Bugbze Speakers 


Warren Ellis outlined the campaign of 
the National Board in securing better 
public relations through newspaper ad- 
vertising. He advised the New Jersey 
local agents to advertise their own of- 
fices in conjunction with the appearance 
of the National Board advertisements in 
their own home newspapers. He said 
the National Board wants to make it as 
easy as possible for local agents to cash 
in on the publicity they are getting 
through these National Board ads and 
so has prepared for distribution free to 
agents a large number of advertisements. 
These may be obtained by writing the 
public relations department of the Na- 
tional Board at 85 John street, New York 
City. 

Mr. Bugbee told of the work of the 
National Fire Protection Association in 
reducing the fire hazards of the nation. 
There are now over 150 national organi- 
zations and more than 5,000 individuals 
in the N. F. P. A. and these are con- 


‘by State Agent C.. D. 





dangers. Mr. Bugbee said that repre- 
sentatives of the N. F. P. A. visit abou: 
200 cities a year in fire waste efforts. 
These men study the less records of the 
towns and cities they visit and thei 
offer unbiased and constructive sugges- 
tions for improvements. This fine serv- 
ice has been carried on for years and is 
bearing excellent fruit. 
County Vice-Presidents 
The New Jersey Association is well 
represented in the various counties of 
the state through its vice-presidents. 
Those who were elected at last week’s 
convention to act as county heads in- 
clude the following: 
Atlantic—Herbert Faunce. 
Bergen—-Alfred Christie. 
Camden—William B. Hambleton. 
Cape May—G. H. Huppert. 
Essex—Arthur D. Reeve. 
Gloucester—Edward L. Sturgess. 
Hudson—James Ransom 
Mercer—W. B. Dickinson 
Hunterdon—Charles W. Geise. 
Middlesex—Theodore Brown. 
Monmouth—Albert Stansbury. 
Morris—W. H. Jewell. 
Ocean—Frederick H. Moelier. 
Passaic—Charles E. Meek. 
Union—S. Merchant Meeker. 
Burlington—Harry Hawkins, Jr. 
Cumberland—Henry S. Sharp. 
Salem—O. W. Acton. 
Somerset—Garwood O. Messler. 
Sussex—John C. Losey. 
Warren—A. B. Craig. 








HOME HONORS C. P. MITCHELL 


Commodore P. Mitchell, agent of the 
Home of New York at Monroeville, Ind., 
is the recipient of a silver service medal 
in recognition of twenty-five years’ con- 
tinuous representation of the company. 
The presentation of the medal was made 
Lasher. Mr. 
Mitchell was born in 1857, and organized 
the Citizens State Bank at Monroeville 
in 1890. In 1905 he became agent for 
the Home at Monroeville. In 1920, he 
sold the bank at Monroeville and moved 
to Fort Wayne, but still retained his 
insurance agency at the former town, 
where he, with his son Verne H. 
Mitchell, still represents the farm de- 
partment of the Home in a satisfactory 
manner. 





FIRE PATROL MERGER TODAY 


The New York Board of Fire Under- 
writers will hold a special meeting this 
afternoon at 2 p. m. to take formal action 
on the consolidation of the Fire Patrol 
and the Fire Insurance Salvage Corps 
of Brooklyn under the jurisdiction of 
the board. This will be in accord with 
the legislation passed this year in Al- 




















Moffatt of Newark; Fred J. Cox of — possible agreement coming between local stantly co-operating to eliminate fire hany permitting such consolidation. 
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T was Friday, the thirteenth of 

October, in the year 1871. 
Chicago was in ruins. More than 
2,000 acres of the city had been 
reduced to ashes; 17,450 buildings 


were burned. 


“What will the insurance compa- 
nies do?” This was the one domi- 
nating thought in the minds of 
the hundred thousand homeless, 
hungry, hopeless people. A large 
crowd collected around E.]. Bassett, 
general agent of the Atna. Just 
a few minutes before he had re- 
ceived a message from the direc- 
tors of the company at Hartford. 


Mounting a_barrel, - 
Mr. Bassett made 
his brief but elo- 


quent statement: 


2 "EVERY DOLLAR 
OF LOSS SHALL 
BE PAID!" 


“The Etna will pay every dollar 
of loss, and I will now pay in full 
the first claim to be presented.” 
Then he signed, on his barrel-head 
desk, a check for $7,350 to the 
order of John B. Drake, in full 
settlement of all demands under 
Policy No. 34,382. When the last 
Etna check had been drawn, the 
company had paid out $3,750,000 


as its share of the Chicago fire loss. 


Many companies were unable to 
continue in business, others only 
partially met their claims, but the 
Etna was one of the 53 companies 
which paid every just claim in full 
— thus living up to 
a long established 
tradition from which 
the 4tna Fire Group 
will never depart. 


DIES 
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FORTY YEARS WITH L. & L. & G. 





Frederick Walker Honored by Official 
Staff With Dinner in New York; 
Wrist Watch from Newark Force 
Frederick Walker, manager of the 

Newark office of the Liverpool & Lon- 

don & Globe fleet, has completed forty 

years of service with the company. Last 
week he was honored with a dinner in 

New York by the company’s officers with 

>. A. Nottingham, assistant United 

States fire manager, as host. His asso- 

ciates at the Newark office presented 

him with a handsome wrist watch as a 

mark of their recognition of his fine and 

long service for the L. & L. & G. 

Mr. Walker started with the company 
in New York in 1890 as an office boy. 
Later he became an underwriter and 
then a special agent in Pennsylvania. 
While in that field he was chairman of 
the executive committee and then presi- 
dent of the Underwriters Association of 
the Middle Department. His next post 
was home office agency superintendent 
and about five years ago he was ap- 
pointed to his present position in New- 
ark. There he has charge of the fol- 
lowing counties: Essex, Hudson, Ber- 
gen and Union. 





DANISH CO. TO LIQUIDATE 


The recent announcement that the 
Danish Royal Chartered Sea Assurance 
Co. had decided to recommend liquida- 
tion has come as a shock to European 
underwriters. The report for the year 
ended December 31 last referred to an 
extraordinaily large number of claims 
for total losses and severe accidents in 
both home and foreign business. The 
experience of marine underwriters gen- 
erally for many years has been highly 
unsatisfactory, but the Danish Royal 
Chartered Sea Assurance Co: was €s- 
tablished more than 200 years ago, and 
its long record had inspired confidence 
in the minds of underwriters. 


GENERAL BROKERS’ GUESTS 





Number of Persons Prominent in Insur- 
ance and Politics to Attend Annual 
Dinner; Conway Toastmaster 

The General Brokers’ Association of 
the Metropolitan District has invited a 
number of prominent guests to its an- 
nual dinner which will be held on Oc- 
tober 21 at the Hotel Astor in New 
York. Judge Albert Conway, former 
insurance superintendent, will act as 
toastmaster. The deputy superintendents 
of the New York State Insurance De- 
partment and heads of several of the 
department bureaus will be present. 

Others invited to this dinner include 
State Senator John Knight and Sam- 
uel H. Hofstader; Warren F. Goodwin, 
president of the Fire Insurance Agents 
Association of New York City; Man- 
ager Benjamin Mowry of the Central 
Bureau; Manager H. M. Hess of the 


New York Fire Insurance Exchange; 
President E. A. St. John of the National 
Surety; Charles A. Harnett, commission- 
er of the Bureau of Motor Vehicles; R. 
R Gilkey of the Surety Association of 
America, and Mortimer L. Nathanson, 
president of the Brooklyn Insurance 
Brokers’ Association. 





VETERAN AGENT DEAD 


Edward H. Meyer, 70, of Louisville, 
Ky., for thirty-three years a member of 
the insurance firm of Hummel & Meyer 
of that city, died in Louisville this week 
after a thirty days’ illness. 





AGENCY FOR TWO COMPANIES 


Crowley & Co., at Hartford, Conn., 
has been appointed agents for the Co- 
lumbia and the Citizens of New Jer- 
sey. The firm is one of the oldest in 
Hartford. 
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S. V. HOWELL’S NEW OFFICE 





Broker Opens at 225 W. 34th Street 
October 1 Writing General 
Insurance Lines 


Sylvester V. Howell, Who has had a 
wide experience in the fire, casualty and 
life business, has resigned as vice-presi- 
dent of White & Dart, Inc., and will 


open a general insurance office at 225 
West Thirty-fourth street. Mr. Howell's 
first experience was in life insurance in 
1913 as a boy agent while in high school, 
and he continued as a part-time agent 
while attending Lafayette College, Eas- 
ton, Pa. Upon enlisting in naval avia- 
tion during the World War and while 
awaiting his call he was associated with 
John A. Eckert & Co. Later, he was 
transferred to the signal corps of the 
Army, being commissioned an_ officer. 
For a time he was with W. L. Perrin & 
Son and Johnson & Higgins and for five 
years was associated with Rollins, Bur- 
dick & Hunter. The name of the new 
insurance firm will be Sylvester V. 
Howell, Inc. 





ROBINSON IN SAN FRANCISCO 

V. J. Robinson is now in San Fran- 
cisco to assume the management of the 
automobile business of the Commercial 
Union fleet on the Pacific Coast. He 
has been state agent of the New York 
Underwriters in Ohio. Prior to going 
East in 1924 he was a special agent of 
the New York Underwriters in Cali- 
fornia. 





PAUL R. LOREY STATE AGENT 

The Central Fire of Baltimore has ap- 
pointed Paul R. Lorey as state agent for 
Ohio succeeding F. E. Dickerson, re- 


.signed. His headquarters will be in the 


Hartman Building in Columbus. Mr. 
Lorey has had years of experience both 
in home office work and field supervi- 
sion. 
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E. J. MEINERS MARRIED 





General Agent of Automobile Dep’t of 
North British Takes Miss Marguerite 
V. Feeney as His Bride 


Miss Marguerite V. Feeney, daughter 
of Mr. and Mrs. John B. Feeney, and 
Edwin J. Meiners, general agent of the 
automobile department of the North 


sritish & Mercantile group of fire com- 
panies, were married Wednesday morn- 
ing at the Assumption of B. V. M. 
Church, Brooklyn Heights. A reception 
followed at Leverich Towers. The bridal 
couple sailed yesterday for Bermuda for 
their honeymoon on the “Veendam.” Mr. 
Meiners’ associates in the office gave 
him a bachelor dinner and presented him 
with a handsome set of silverware. 
Mr. Meiners has been with the North 
British group for twenty years, having 
started in September, 1910, as an en- 
dorsement clerk. He was for awhile in 
the Western department and then went 
into the field as an inspector in the 
Western states. Later he was made spe- 
cial agent for Minnesota and then for 
Illinois before coming to New York in 
the automobile department. He served 
for two years in the World War, being 
the first man to enlist from the North 
British forces. He now holds an officer’s 
commission in the reserve corps. 





NEW HAMPSHIRE DIVIDEND 


The New Hampshire Fire last week 
declared a quarterly dividend of forty 
cents a share and an extra dividend of 
ten cents a share. Both are payable 
October 1 to stockholders of record Sep- 
tember 13. This is the same amount as 
declared in the three previous quarters 
of 1930, . 





PUBLIC FIRE APPOINTMENT 
The Public Fire of Newark has ap- 

Pointed Milton E. Raffel as agent at 
aterbury, Conn. 


AGENTS ADD THREE SPEAKERS 





Commissioner Livingston of Michigan, 
Alfred M. Best and Senator Purl of 
Texas to Address Convention 
With additions of such well-known 
speakers as Charles D.. Livingston, in- 
surance commissioner of Michigan; Al- 
fred M. Best, president of Alfred M. 
Best Co., Inc., of New York, and Sena- 
tor George C. Purl of Texas, the Na- 
tional Association of Insurance Agents 
announces the complete program for its 
thirty-fifth annual convention to be held 

at Dallas, October 7, 8, 9 and 10. 

The convention theme “What’s Ahead 
for Insurance” will be elucidated’ by 
Secretary-Counsel Walter H. Bennett 
immediately following President Clyde 
B. Smith’s presentation of the report of 
the administration at the opening ses- 
sion. Mr. Best also will speak at the 


opening session on the subject of “In- 
surance Probabilities.” As president of 
the Best publications, the speaker has a 
reputation of having one of the keenest 
analytical minds in the insurance busi- 
ness. 

As chairman of the special committee 
on acquisition costs of the National ‘Con- 
vention of Insurance Commissioners, Mr. 
Livingston has recently delivered his re- 
port to that body and he will speak on 
the subject to the agents at the Thurs- 
day forenoon session. 

Senator Purl has served as chairman 
of the insurance committee of the Texas 
House. His address, to be delivered at 
the Thursday afternoon session, will be 
on the subject of “The Business of In- 
surance.” The session formerly an- 
nounced as_ scheduled for Thursday 
evening, for consideration of the pro- 
posed revised constitution, has been ad- 
vanced to 2 o’clock on Thursday after- 
noon. 
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MORE GOV’T HULL INSURANCE 





Shipping Board Votes to Carry 75% of 
Hull Covers on All Vessels Sold 
For Guaranteed Operation 


Modification of insurance regulations 
governing hull insurance on vessels sold 
by the Government for private operation 
has been voted by the Shipping Board, 
the vice-chairman of the board, E. C. 
Plummer, stated orally on Monday. To 


place all purchasers of Government ship 
services on an equal basis in the matter 
of hull insurance, the board has decided 
to hold 75% of the insurance on vessels 
sold for guaranteed operation, dating 
from December, 1929, this insurance pre- 
mium to diminish each year as the pur- 
chasers pay installments. 

The board, Mr. Plummer explained, in 
December, 1929, adopted a general insur- 
ance plan, under which the graduated 
system of hull insurance was provided. 
This, he explained, created a discrimi- 
nation against earlier purchasers of ves- 
sels who, because of less indebtedness 
to the Government, could not obtain the 
75% Government insurance and »were 
forced to make up the difference by se- 
curing insurance from private compan- 
ies, usually at higher rates. 

The effect of the new action of the 
board, Mr. Plummer said, is to place all 
purchasers of Government vessels for 
guaranteed operation over specific routes 
on an equal footing in the matter of 
hull insurance, dating from December, 





ROYAL BUYS MORE PROPERTY 

The Royal, through its 150 William 
Street Corporation, has purchased the 
four story building at 158 William Street 
for an amount reported to be -$225,000. 
The Royal already owns the adjoining 
building at 156 William Street at the 
northeast corner of Ann Street where 
the local department of the Queen is now 
located. ; 
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North America Wins 
Suit On Commissions 


DALTIMORE CASE IS REVERSED 





Pr: * Parr, Agents There, Lose Suit 
fo: Con'ineen+ Commissions o1 Ap- 
peal; Had Won in Lower Court 





The Insurance Company of North 
America won a reversal last week in the 
JInited States Circuit Court of Ap>veals 
at Richmord, Va., in‘a case from Balti- 
more involving the question as to wheth- 
er Parr & Parr, local agents of that city, 
were entitled to contingent commissions 
of more than 5%. through a period of 
years while representatives of the com- 
pany there. 

Under terms of a contract made in 
1914, they were to be paid a contingent 
commission of 5% on the net profits of 
the agency for each year in additicn to a 
flat commission of from 20 to 30% ac: 
cording to the class of risk written. It 
was also provided in the contract that 
if a larger contingent commission than 
5% were paid to agents in any other 
large city in the country then they were 
to receive the same commission. Suit 
for recovery of an additional 5% con- 
tingent commission for the years from 
1915 to 1926 was brought by the firm 
when it developed several years ago that 
the company had been paying its Boston 
agents 10% contingent since 1913. Ac- 
cording to the records in the case, Url- 
win O. Michaels, a member of the Parr 
& Parr agency, made the discovery 
while attending a meeting in Philadel- 
phia of policy writing agents who were 
considering a proposal from various com- 
panies looking to a further change and 
general reductions in commissions. 

In the lower court, the North Amer- 
ica unsuccessfully pleaded the statute of 
limitations when the suit came to trial. It 
then defended in the action on the 
ground that Field & Cowles, their avents 
in Boston, were in fact managers of their 
Boston department, with more than 100 
agents workive mider them It 
ther contende’! that the method of com- 
puting contingent commissions paid that 
firm varied rmterially from that whereby 
the comm’ssions of the Baltimore age™- 
cy were computed. The suit terminated 
with a verdict for $13,881 in favor of 
Parr & Parr. The company then ap- 
pealed to the circuit court which now re- 
verses judement of the lower court. 

From 1914 to 1919 the firm of Porr & 
Parr consisted of Rolph Perr 2nd Henry 
A. Parr. From 1919 to 1924 it consisted 
of Urlwin O. Michaels in addition to the 
two Parrs. From 1924 to the time the 
litigation started it included other part- 
ners in addition to the Parrs and Mich- 
aels and its name had been changed to 
Maury, Donnelly, Williams and Parr. 
3ecause of the change in personnal dur- 
ing the several periods, three separate 
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Massachusetts Fire & Marine Ins. Co. 
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Rochester American Insurance Co. 


Great American Indemnity Company 








suits were brought for recovery of the 
additional 5% commission but for con- 
venience they were merged into one and 
tried jointly. 





TICTKNER SUCCEEDS HEUER 

Hi. B. Tickner, who recently resigned 
“s assistant manager of the St. Paul and 
o‘her companies man»rged by Benjamin 
Gootwin on the Pacific Coast, has been 
appointed to handle the business of the 
General Fire of Paris and the Lincoln. 
Iie succeeds the late G. A. R. Heuer, 
president of the Reinsurance Under- 
writers, who was killed recently in an 
auto accident. 





EAGLE FIRE DIVIDEND 
The Eagle’ Fire of Newark has de- 
clared the regular quarterly dividend of 
25 cents a share payable September 30 
to stockholders of record September 20. 


HEARING ON BROKERS’ EXAMS 

The New York State Insurance De- 
partment held a hearing yesterday after- 
noon in New York to investigate charg- 
es of irregularities in connection with 
the examinations held for applicants for 
brokers’ licenses. Deputy Superinten- 
dent Samuel J: Macpeak called upon the 
brokers’ organizations in the New York 
area to furnish any information — they 
could with respect to the allegations that 
dummies were appearing at brokerage 
license examinations in place of persons 
actually seeking the permits to act as 
insurance brokers. 





SEAVER WITH FIREMAN’S FUND 


Drew Seaver has joined the staff of 
the Atlantic marine department in New 
York of the Fireman’s Fund as an in- 
land marine underwriter. He has been 
in the business for several years. 
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Don’t Forget 
Insurance is your best friend. 


It Guarantees 
Your financial credit—your property—your savings. 


With Hanover Protection you need not worry these days 
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Stailing New Sun 
Manager for Canada 


LYMAN ROOT RETIRING OCT i. 





Root, Born in Massachusetts, Has Been 
Manager Since 1916; Started Career 
With the Hartford Fire 





Lyman Root, manager for Canada for 
the Sun Insurance, Office and its affiliat- 
ed companies, with headquarters at To- 
ronto, is retiring from the post on Sep- 
tember 30 and will be succeeded by Rob- 
ert Lynch Stailing who has been assis- 
tant manager for Canada. Mr. Root has 
been manager since 1916 after having 
held the position of assistant manager 
for two years. His administration was 
marked with fine progress by the Sun. 

Mr. Root was born at Wakefield, 
Mass., on January 5, 1869. He held vari- 
ous places at the head office of the Hart- 
ford Fire from 1889 to 1905 when he 
went to Canada as an inspector for the 
Hartford. Resigning his position with 
the company he entered a local agency 
at Sault Ste. Marie, Ont., where he re- 
mained for two years. He then became 
a partner with the well-known adjuster, 
D. C. Edwards, of Toronto. In 1914 Mr. 
Root joined the Sun as assistant man- 
ager. He served in the United States 
Navy and is a retired lieutenant com- 
mander. He also served during the 
Spanish-American War. Mr. Root is a 
member of the Blue Goose. 

Mr. Stailing commenced his insurance 
career in 1910, as a junior in the Lon- 
don & Lancashire under the manage- 
ment of Alfred Wright, Toronto. He 
advanced rapidly to an important posi- 
tion in the underwriting department, and 
in 1916 resigned to accept the position 
of office manager in the important firm 
of Reed, Shaw & McNaught, Toronto. 
After six months’ service with the lat- 
ter he accepted the position of assistant 
manager of the Sun group in September, 
1916. During his association with the 
Sun for the past fourteen years, Mr. 
Stailing has enjoyed considerable popu- 
larity among the insurance fraternity. 

Mr. Stailing has been closely identified 
with educational matters in fire insur- 
ance for many years and is a past presi- 
dent of the Toronto Insurance Institute. 





GEO. D. WILLIAMSON DEAD 

George Danforth Williamson, chair- 
man of the board of Woodward & Wil- 
liamson, insurance agents of Jerscy 
City, died at his home at Summit, N. J., 
last Friday morning. He was 54 yeas 
of age and is survived by his daughter 
and two sisters. He was a graduate of 
Stevens Institute in the class of 1897 
and later entered the agency which was 
founded by his father, J. Q. A. William- 
son, in 1869. On the death of his fa‘her 
George D. Williamson became president 
of the agency and later was elected 
chairman of the board. 
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Insurance Advertising At Swedish 
Exhibition Staged At Stockholm 


By CARL TH..ENDEMANN, 
Stockholm 


During this summer an exhibition has 
been going on in Stockholm of Swedish 
achievements, especially in the field of 
art, craft and home industry. Other 
enterprises, however, have been offered ' 
an opportunity to be represented. The 
insurance business is represented by the 
Skandia Insurance Co., and its subsidi- 
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deavored to advertise their various 
branches in a modern and effective man- 
ner. Practically all statistics have there- 
for been avoided. The booth is furnished 
with a show-window in which the com- 
panies illustrate their various lines 
through simplified figures alluding to 
various claims, etc., in a manner easily 
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A new art bathroom showing what may happen when a faucet starts running 
without knowledge of the tenant, and the warning that there should be water damage 


insurance to cover the loss. 


ary, the Freja Insurance Co. In a very 
conspicuous place within the exhibition- 
area these companies have in their own 
booth arranged an interesting exhibition. 

The Stockholm exhibition is construct- 
ed in a purely functionalistic style all 
through. So far 3,000,000 people from 
all countries have visited it. 

When arranging the booth of the 








Need For More Insurance 
Whenever a new article of furniture is 
purchased it means that the owner of the 


home needs additional insurance. In this 
poster can be found a table, chair, baby 
carriage, rug and picture. 








Skandia-Freja the functionalistic ideas 
have been allowed to play a part, and by 
applying about a charming interior in a 
modified functionalistic style, kept chief- 
ly in yellow and silver. 
Modern Advertising 

In elaborating the program for their 

exhibition the Skandia-Freja have en- 





understandable to the public. New dis- 
plays have been arranged at least every 
third day and in such a way that that 
line was advertised which was supposed 
to interest most the congress or group 
of professionals which visited the ex- 
hibition at that particular time. On cer- 
tain occasions new displays have been 
shown every day. 

The displays arranged in the booth 
by the Skandia-Freja are as interesting 
as those of the window. Artificially il- 
luminated photographs illustrate various 
accidents, the office organization of the 
companies and their activity in the field, 
the last mentioned pointing out to the 
public the “service” given by the com- 
panies. Above the accident displays is 
painted the slogan: “An accident may 
ruin you; our premiums cannot.” 


Make Visitors Comfortable 


There are also shown some pictures 
—originally advertisements in large size 
—made in modern style by one of the 
best known artists of the country. Just 
as in the window the companies see to 
it that the instructive objects exhibited 
in the booth be changed every now and 
then. Different series of photographs of 
loss cases illustrating the insurance need 
of the householder, the business man, the 
house-owner, etc., have made the afore- 
mentioned displays observed. In addi- 
tion to what has been done directly 
through advertising for the purpose of 
putting the insurance needs of the pub- 
lic before their eyes the companies have 
by arranging comfortable writing places 
with writing materials and by giving in- 
formation through experts been able to 
induce the public not only to make a 
short visit but to stay for a while in 
the booth for a closer study of the ex- 
hibits. 

The Skandia has been a leader in 
Swedish insurance advertising in other 
respects too. A few years ago it showed 
an insurance advertising film all over 
the country. 
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and policyholders in every 
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NEAL ree President 
H. HASSINGER, 





W. E. by tg gr President 
. HASS. 


L. JACKMAN, President NEAL BASSETT, Vice-President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


$ 652,382 


CHAS. H. YUNKER, Presid OHN KAY, Vice-Presid 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President —— 


$13,045,126 


J. SCOFIELD ROWE, President S. WM. BURTON, Vice-President 
J. C. HEYER, Vice-President EARL R. HUNT, Vice-President WM. P. STANTON, Vice-President |S. K. McCLURE, Vice-President 
JOHN KAY, Vice-President H. HASS: iow: 


$14,945,383 


C. W. FEIGENSPAN, President *% VAN WINKLE, Vice-President 
E. C. FEIGENSPAN, Vice ae JOHN 


$14,741,017 


$131,779,040* $58,562,251 $49,400,938 


WESTERN DEPARTMENT EASTERN DEPARTMENT 


844 Rush Street, Chicago, Ill. 10 Park Place San Francisco, California 
H. A. CLARK, Manager Newark, New Jersey 60 Sansome Street 
Ass’t Managers CANADIAN DEPARTMENT _ W. W. & E. G. POTTER, Managers 
H.R. M. SMITH 461-467 Bay St., Toronto, Canada Ass’t Managers 
JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 





* Capital and Surplus of affiliated companies owned by Firemen’s, appear in gross assets of both. 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 






LOYALTY GROUP 


JANUARY 1, 1930 STATEMENTS 









Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 
FIREMEN’S INSURANCE COMPANY 

OF NEWARK, NEW JERSEY SURPLUS 

LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 

$14,495,225 $18,777,000 $27,539,645 $46,316,645 


NEAL BASSETT, Chairman of Board 











THE GIRARD F. & M. INSURANCE CO. 
$ 3,401,657 $ 1,000,000 $ 1,851,083 $ 2,851,083 





: JOHN KAY, Vice-President 
Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE CO. 
$ 3,335,593 $ 600,000 $ 1,143,219 $ 1,743,219 





JOHN KAY, Vice-President 


NATIONAL - BEN FRANKLIN FIRE INS. CO. 
$ 3,070,630 $ 1,000,000 $ 1,162,486 $ 2,162,486 


OHN KAY, Vice-President 
Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD TREMP, 2d ‘Vice-Pres’t 


SUPERIOR FIRE INSURANCE CO. 
$ 3,061,200 $ 1,000,000 $ 1,012,676 $ 2,012,676 


NEAL BASSETT, Chairman of Board 


JOHN KAY, Vice-President 
INGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


CONCORDIA FIRE INSURANCE CoO. 
$ 3,078,063 $ 1,000,000 $ 1,486,923 $ 2,486,923 






















CAPITAL FIRE INSURANCE CO. 
$ 13,200 $ 300,000 $ 339,182 $ 639,182 





NEAL BASSETT, Chairman of Board 
ARCHIBALD KEMP, 2d "Vice-Pres’t 


MILWAUKEE MECHANICS’ INSURANCE CO. 
$ 7,886,590 $ 2,000,000 $ 3,158,536 $ 5,158,536 





NEAL BASSETT, Chairman of Board 


INGER, Vice-President WELLS T. BASSETT, Vice-President 


METROPOLITAN CASUALTY INSURANCE CoO. 
$10,320,195 $ 1,500,000 $ 3,125,187 $ 4,625,187 


NEAL BASSETT, Chairman of Board 





KAY, D's So gama 
WELLS T. BASSETT, Vice-Presiden 


COMMERCIAL CASUALTY INSURANCE CO. 
$ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 








TOTAL NET PREMIUMS 





PACIFIC DEPARTMENT 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








The story is told of a then young field- 
man in New England whose thorough- 
ness but ignorance of hazards got him 
into trouble resulting in an assured com- 
plaining about him to an agent and the 
agent complaining to the company. 

It appears that this young man had a 
corset factory to inspect, which was in 
the days that this style of reinforcement 
was greatly in vogue. His guide around 
the large premises when asked what a 
large partitioned off room was occupied 
for told the seeker for information that 
that was the “trying-on room.” The 
special agent said he had to get into 
every room to complete his inspection 
and tried to prevail on his guide to let 
him get into that room, which was of 
course the place where well shaped fe- 
males tried on the finished product to 
test it out, etc., etc. When the young 
man became insistent, trouble ensued, as 
above. 

The special agent claimed that he did 
not know what a “trying-on” room in a 
corset factory was and that he was sim- 
ply trying to do his duty. The assured 
did not credit this story nor the agent. 
The above is a true story as it came to 
me direct from this special agent now 
one of the largest local‘agents in a large 
eastern city on Massachusetts Bay. I 
have often wondered about the merits 
of his statements, and whether his desire 
to get into that room was based en- 
tirely on zeal to make a complete in- 
spection or not. 

x 2 @ 
Real Leaders Usually Accessible 

I have found that the bigger a man is 
the more accessible and approachable he 
becomes. A big man does not need to 
surround himself with a lot of satellites 
whose business seems to be to keep him 
isolated and uncontaminated by the touch 
of lesser men. To the contrary, he wel- 
comes visits and is big enough to realize 
that he may learn something from or 
benefit by the contact of people who wish 
to see him. 

I had a very delightful experience with 
the president of the Glens Falls Insur- 
ance Co. who always received me cour- 
teously whenever I had the good for- 
tune to be able to call on him and he 
directed me to walk in upon him any 
time through his private door. Such ex- 
periences are delightful among experi- 
ences quite the contrary with some men- 
tal two-by-fours who through some piece 
of luck or chance have landed into seats 
of the mighty. I find that, generally, 
those that have been on the road and 
then have been promoted for real ability 
to higher positions in this business keep 
their feet on the ground, remain gracious 
to their old associates and have a little 
time for them. 

Power and position do not go to their 
heads as they have learned a valuable 
lesson through their field experience that 
t always pays big dividends to be con- 
siderate and courteous of others and that 
it takes more tact and real ability to win 
the friendship of men that do not fill the 
same niche they do than to become 
friends with men of their own station in 
life. It is not difficult to get along with 
peonle whom we consider our equals. but 
it is a real art to attach to ourselves 
those who have not had the same advan- 
tages. which advantages may have ac- 
crued to us through no particular merit 
of our own. 

We may have had better education just 
by the accident of being born into fami- 


lies that were inclined and able to give 
their children better education, or we 
were endowed with better brains by the 
Almighty, or our path may accidentally 
have led us to fame and fortune. Man 
is very much the creature of circum- 
stances and luck and it is well for the 
mighty to ponder this fact in order not 
to get into the habit of bolstering up 
their self-esteem too much. 
* 

Making Friends While 

One’s Rights 

There have been many fieldmen who 
are successful only in producing results 
when they have come in contact with 
agents whom they consider in their own 
class mentally and socially but fall down 
when it comes to handling men whom 
they consider a little below themselves. 
They never master the art of attaching 
these agents to themselves and try as 
they may to avoid it they unconsciously 
make the agent feel that they think them- 
selves superior, with bad effects on re- 
sults from that agent in their field. 

It is an art by no means cultivated too 
intensively by many otherwise able men 
to think yourself into the position and 
mentality of those from whom you are 
supposed to get results. It takes judg- 
ment, mental discipline and practical ex- 
perience. The successful fieldman, espe- 
cially if he combines the supervisory and 
adjusting functions, must cultivate this 
art. In other words making friends and 
getting along with people under all kinds 
of trying circumstances are still as valu- 
able business assets as they ever were, 
even in this age of high pressure selling 
campaigns, card indexes, typewriters, 
telephoning, so-called service and any at- 
tempt to try and replace them by ma- 
chine-age ideas will fail. 

I do not mean that a fieldman should 
be a “yes-man” to make these friend- 
ships. That is the wrong tack. But he 
should fit himself to make friends with 
both his employers and the producing 
agents by being just and fair to both, not 
merely agreeing with an agent when the 
latter lambastes the company in his pres- 
ence but supporting the company if he 
feels the company is right, and on the 
other hand impartially having the com- 
pany review its action if he feels that 
an error has been made after an analysis 
of the situation. 

A fieldman will never amount to any- 
thing in his or anyone else’s opinion if 
he be blindly partisan to either the com- 
pany or the agent if he feels that a mis- 
take has been made. Of course I predi- 
cate above on the assumption that the 
fieldman knows what he is talking about: 
that is, has the requisite knowledge and 
experience to discuss a matter intelligent- 
ly with either the agent or the company. 

If he hasn’t the proper standing with 
either the agent or his emploving com- 
pany and for some reason or other hasn’t 
the ear of either his company or the 
agent he had better change his position 
for he will get nowhere and will be ex- 
tremely unhappy by following the seem- 
ingly easier course of “yessing” the party 
with whom he happens to be at the mo- 
ment. 

It is true that some employers and 
agents have no use for any but “yes” 
men. In that case also it is far better 
to make a change. I have found in the 
long run that agents and companies that 
liked and favored “yes” men have not 
been successful. It also takes a’ certain 
amount of courage to stand your ground 


Maintaining 


when you are opposing either an agent 
or your company on a business matter 
and possibly invite their displeasure or 
loss of your job. Some men lack that 
courage especially when they have sick- 
ness at home or are under economic 
pressure. Sometimes I don’t blame them 
but all these disagreeable circumstances 
and the desire and will to win out in 
spite of them is what makes this busi- 
ness of being on the road interesting 
and worthwhile to anyone who wants to 
keep himself right with himself and the 
interest he serves as well. 

In the long run people will respect a 
man who will, having of course the requi- 
site knowledge and experience to be en- 
titled to a respectful hearing of his opin- 
ion, give an opinion though adverse and 
will resolutely, fearlessly and respect- 
fully adhere to his decision whether ac- 
cepted or not. All men who have accom- 
plished anything worth while in the 
world have had to face opposition and 

(Continued on Page 32) 





LOGUE BROS. & CO., Inc. 


INSURANCB 
HARRY C. FRY, Jr., President 


307 FOURTH AVENUB PITTSBURGH 








INSURANCE STOCKS 


at 


FRANK L. BROKAW & C0. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 2720 











219TH YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sts. 
nm Francisco, Cal. 
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ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 
PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 
95 Maiden Lane, New York 














O. J. PRIOR, President 





INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 

















Franklin W. Fort 


Fire Reinsurance ‘Treaties 


Baltica Insurance Co., Ltd. 
Eagle Fire Insurance Company (New Jersey) 


18 Washington Place, Newark, N. J. 


(Denmark) 


Thomas B. Donaldson 














CAPITAL PAID IN 
RESERVE FOR ALL LIABILITIES 
NET “SURPLUS 

pi Cas RESERVE FUND 


F: D, Layton, President 











National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1930 


TOTAL SURPLUS TO POLICYHOLDERS 


Vice-Presidents 
R. M. Anderson, G. a Cowee, C. C. Hewitt, C. L. Miller, C. B. Roulet 
F. B. Seymour, Secretary and Treasurer 
_ Secretaries 
- 2 R. C. Alton, L. C. Breed, H. B. Collamore 
ssistant Secretaries 


W. C. Browne, W. W. Corry, W. H. Hinsdale, W. O. Minter, S. W. Prince 


51 744,483.71 
26,380,239.11 
S. T. Maxwell, Vice-President 
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INLAND MARINE DEPARTMENT 


Attention is called to the Extension of “ROYAL” Underwriting Facilities to include 
the operation of a New INLAND MARINE DEPARTMENT fully equipped to render 


prompt and efficient service to agents and brokers. 


The classes of risks for which proposals of insurance will be received are: 


BAILEES FLOATERS 

BRIDGES AND BRIDGE USE AND OCCUPANCY 
CAMERA 

ELECTRIC SIGNS 

FINE ARTS 

FUR VAULT STORAGE 

FURRIERS CUSTOMERS 

GOLD AND SILVERWARE 

HORSE AND WAGON FLOATER 
INSTALLMENT FLOATERS 


MUSICAL INSTRUMENTS 

MOTOR TRUCKS MERCHANDISE FLOATER 
PARCEL POST 

PERSONAL EFFECTS 

PERSONAL FUR FLOATER 

PERSONAL JEWELRY AND FUR 

RADIUM 

SALESMAN’S FLOATER 
TRANSPORTATION FLOATER 

TRIP TRANSIT 


Information regarding rates and forms will be gladly furnished upon application. 


Please address all inquiries to 


J. P. MAYER, Superintendent 


INLAND MARINE DEPARTMENT 


150 WILLIAM STREET 
NEW YORK 


ROYAL INSURANCE COMPANY LIMITED 
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Is 75 Years Old 





eae 


BUELL 


Frederick F. Buell, general agent of 
the Agricultural, who resides at Troy, 
N. Y., last week celebrated his seventy- 
fifth birthday. He is one of the finest 
fieldmen that ever covered the New York 
state territory and is being congratulated 
from far and wide upon the occasion of 
his birthday. Mr. Buell is still on the 
job after being in insurance for close to 
sixty years and a fieldman for thirty- 
six years but on account of an illness 
suffered four years ago he does not 
travel as extensively as he did formerly. 
In fact, the business in the territory 
under his jurisdiction has expanded so 
since Mr. Buell first took hold that seven 
men now travel the field which he suc- 





cessfully managed alone in the old days. 

Mr. Buell, grand old veteran of many 
a hard field campaign, was born in Troy 
in 1855 and began business with his fath- 
er, William C. Buell, in 1871. A few 
years later he was taken into partner- 
ship together with Dwight E. Marvin 
and the firm became Buell & Marvin. 
Not long afterwards Mr..»Marvin with- 
drew and the firm name was again 
changed, this time to William C. Buell 
& Son which continued until the death 
of the elder Mr. Buell in 1877. 

Early in 1878 the offices of William S. 
Kennedy and F. F. Buell were consoli- 
dated under the name of Kennedy & 
Buell which continued until 1886 when 
Mr. Buell retired and moved to Pasa- 
dena, Cal., where he engaged in the in- 
surance and real estate business with B. 
Marshall Wotkyns, formerly of Troy, 
under the name of F. F. Buell & Co. 


Mr. Buell returned to the East in 
1891 and after three years in local agen- 
cy work became special agent of the 
Agricultural on February 1, 1894. He 
has been with that company ever since, 
having charge of New York state, out- 
side of the New York City metropolitan 
area, and also a few counties in north- 
ern Pennsylvania. Mr. Buell has been 
a member of the Underwriters’ Associa- 
tion of New York State since 1894 and 
was president in 1907. He is likewise 
one of the most popular members of the 
social branch of the organization, namely 
the “Old Association.” His host of 
friends in the fire insurance business 
wish Mr. Buell many happy returns of 
this birthday just passed and hope he 
will enjoy many more years of content- 
ment and joy. 





The Fidelity & Guaranty Fire of Bal- 
timore has appointed William T. Jordan 
as general agent for the New England 
states with the exception of Connecti- 
cut. He will have headquarters at 43 
Kilby street, Boston. He will be assist- 
ed in handling the territory by Special 
Agent F. G. Freiburger. 


Inland Marine Ass’n 
(Continued from Page 1) 


probably the fastest growing branch of 


fire insurance, on a more profitable basis 
some of the established leaders in this 
line conceived the idea of forming a big 
organization out of the small individual 
regulatory groups handling particular 
lines of inland marine such as the tourist 
floater conference and others. 

Last April officers were elected al- 
though at that time the number of sup- 
porters was not large enough to guaran- 
tee the permanency of the association. 
Hendon Chubb, head of Chubb & Son, 
and one of the foremost men in marine 
insurance, was elected president. The 
vice-presidents are Ralph B. Ives, presi- 
dent of the Aetna, and W. R. Hedge, 
president of the Boston. The weight of 
these three influential insurance men 
added greatly to the chances of later suc- 
cessfully securing the desired number of 
adherents to the movement. 


The members of the executive com- 
mittee are: C. C. Macey, Appleton & 
Cox, chairman; Vincent L.. Gallagher, 
secretary of the America Fore group; 
L. C. Lewis, assistant secretary of the 
Insurance Co. of North America; J. C. 
Keegan, head of the marine department 
of the Providence-Washington; E. J. 
Perrin, Jr., vice-president of the Auto- 
mobile of Hartford; F. W. Koeckert, U. 
S. manager of the Commercial Union; 
C. F. Codere, vice-president of the St. 
Paul; Jay Zorn, secretary of the Home; 
George Jordan, manager of the Atlantic 
marine department of the Fireman’s 
Fund; J. C. Braislin, Travelers Fire; 
George C. Long, Jr., vice-president of 
the Phoenix of Hartford; Lyman Can- 
dee, vice-president of the Globe & Rut- 
gers; John P. Hollerith, general agent 
of the North British & Mercantile; 
William H. McGee, head of William H. 
McGee & Co., and C. S. Timberlake of 
the Hartford Fire. 


Tales of the Road 
(Continued from Page 30) 


discouragements often heartbreaking to 
win out finally and win a place in the 
history of mankind. Therefore don’t 
let’s think that our job is different than 
any other that requires energy and cour- 
age, application and worry, heartburns 
and disappointments. Let’s work so that 
when we pass on it will be said, “Well 
done, thou good and faithful servant.” 


* * * 


Using English Participles 

I have often wondered why it is that 
in the English language, having a wealth 
of words and perfectly good participles 
of verbs denoting action tersely, these 
participles are not used oftener com- 
mercially, as done by the French. To 
illustrate, on street cars in most cities 
up state and now on buses, you find 
the ponderous “Pay as You Enter” for- 
mula. Why not “Pay Entering” or “Pay 
Leaving” instead of “Pay as You Enter” 
or “Pay as You Leave,” as everyone, not 
a moron, would understand what was 
meant. 


This lesser cost if brought to the at- 
tention of a modern efficiency expert 
ought to set him looney in figuring out 
what a vast sum would be saved in say 
5,000. cars or buses, even though the 
signs are now stenciled on. I leave this 
idea with them and charge them nothing. 
I am concerned only with the greater 
philogical artistry and originality of 
“Pay Entering’ over “Pay as You 
Enter.” “Pay as you enter” offends my 
sense of language. Our participles are 
not used as often as they should be. 
They are even shorter than the terse 
use of them by the French in their lan- 
guage. 





EVERETT W. NOURSE 
United States Manager 
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Tested By the Fires of Two Centuries 





United States Branch 


No. 150 William Street 


‘THe Lonpon ASSURANCE CORPORATION 


New York 


TRADITION «+ PERMANANCE 7 CHARACTER 7 STRENGTH 


TWO HUNDRED AND TEN YEARS OF HONORABLE DEALING 
WITH AGENT, POLICYHOLDER AND COMPETITOR 
FULL FACILITIES TO ALL AGENTS—NO OVERHEAD WRITING 


AFFILIATED COMPANY: 


Che Manhattan Hire and Marine Insurance Co. 


CHRIS. D. SHEFFE 
Assistant Manager 
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OLD MASTERS CAN NEVER BE REPLACED 


- but their owners can be completely 
insured against financial loss with 
an “America Fore” Fine Arts policy. 
Sell this special protection to owners of 
valuable paintings and objects of art. 


The AMERICA FORE GROUP of Insurance Companies 


THE CONTINENTAL INSURANCE COMPANY FIDELITY-PHENIX FIRE INSURANCE COMPANY NIAGARA FIRE INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY FIRST AMERICAN FIRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
? ERNEST STURM, Chairman of the Boards 


Eighty Maiden Lane, ~~ PAUL L. HAID, President = New York,N.Y. 


THE FIDELITY AND CASUALTY COMPANY 
ERNEST STURM, Chairman of the Board , ? 
WADE FETZER, President ; 
NEW YORK —_ CHICAGO SAN FRANCISCO —~ ATLANTA DALLAS MONTREAL: 
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S. G. Vocke Is Leading 
Boston Fire Student 


WINS TWO HIGHEST PRIZES 





Cash Awards Made by Boston Insurance 
Co. With Which Vocke Is Connected; 
Other Prize Winners Named 





Award of prizes amounting to $100 
offered by the Boston Insurance Co. to 
students in the fire insurance classes of 
the Insurance Library Association of 
Boston for the year 1929-30 have been 
announced. The first prize of $50 to 
that student completing the three-year 
course of the Insurance Institute of 
America, Inc., in the fire branch with 
the highest average mark in all subjects 
for the three years was awarded Spen- 
cer G. Vocke of the Boston Insurance 
Co. 

The second prize of $25 to that student 
in the Insurance Library Association 
class receiving the highest average mark 
in the subjects of the intermediate year 
in the fire branch was also awarded to 
Mr. Vocke. The third prize of $10 to 
that student in the Insurance Library 
Association class taking the examina- 
tioris of the Insurance Institute, in the 
intermediate year with the second high- 
est average mark was awarded William 
G. Johnston of the Fireman’s Fund. 

The fourth, fifth and sixth prizes of 
$5 each were awarded to James F. New- 
ton, Twin Mutual Fire; Walter C. Gut- 
terson, Boston Insurance Co.; and John 
D. MacLaughlin, United Mutual Fire, 
receiving the third, fourth and fifth high- 
est marks. Seven persons competed with 
Mr. Vocke for the $50 prize offered to 
those completing the three-year course 
with the highest mark. For the $25 prize 
forty-eight students competed. 

Mr. Vocke was also the winner of the 
Boston’s second prize of $25 awarded 
last year. He graduated from the Bos- 
ton Public Latin School with the class 
of 1921 and from Harvard College with 
the class of 1925 with the degree of A.B. 
During his last year in Harvard he en- 
tered the employ of the Boston with 
which company he has continued until 
now. 





FRIENDS DINE EARL W. THOMAS 


Friends of Earl W. Thomas, assistant 
Western manager of the Southern Fire, 
gave him a farewell testimonial dinner 
at the Statler Hotel, St. Louis, on the 
evening of September 23. He was pre- 
sented with a ‘handsome memento of the 
occasion. The dinner was under the 
auspices of the St. Louis Pond of the 
Honorable Order of the Blue Goose, but 
was not an exclusive Blue Goose affair 
aS many insurance friends of Mr. 
Thomas not members of the organiza- 
tion were present. The committee in 
charge was composed of Cabell Gray, 
John G. McHale, Ed. S. Plummer and 
Paul A. Schmuck. Mr. Thomas is being 
transferred to the home office in New 
York. 





RESIGNS GERMANIC FIRE 


R. A. Fulton, prominent marine and 
automobile underwriter in New York 
City, has resigned his connection as 
United States marine manager of the 
Germanic Fire, effective October 1. He 
has held that position since the company 
started business. Mr. Fulton owns and 
operates the Inland Marine Syndicate 
of New York, the R. A. Fulton Agency, 
Inc., Fulton, Ltd., and R. A. Fulton & 
Co., Inc. His office writes ocean and 
inland marine risks, automobile and cas- 
ualty lines. 





N. Y. BLUE GOOSE GOLF MEET 


The New York City pond of the Blue 
Goose held its “Golf Tournament Extra- 
ordinary” yesterday afternoon. The 


tournament was followed by a dinner in 
the evening. Further details on the re- 
sults of the matches will be published 
next week. 


NORTH BRITISH PA. CHANGES 


The North British & Mercantile group 
has rearranged the western Pennsylvania 
field in order to give more efficient serv- 
ice to its local agents there. Clinton H. 
Wiibur has been appointed special agent 
in the central field and Special Agent 
W. H. Paul has been transferred to Al- 
legheny County to which he will devote 
his entire attention. Special Agent 
Frank V. Fodell has been placed in 
charge of the remainder of the western 
Pennsylvania territory. All three field- 
men will make their headquarters in the 
Commonwealth Building in Pittsburgh. 


MRS. MARY C. BRANIFF DEAD 





Her Three Sons Are Prominent Insur- 
ance Men in Oklahoma; In That 
State Since 1900 


The death a few days ago of Mrs. 
Mary C. Braniff at the age of 76 caused 
widespread regret among the many 
friends in the insurance business of the 
Braniff family. Her husband, J. A. Bra- 
niff, came from Pennsylvania to estab- 


lish a pioneer home in Salina, Kan. 
They went to Kansas City and in 1900 
to Oklahoma City. There are four sons: 
Edward A., an insurance man living in 


Tulsa; Paul R., who served in the Amer- 
ican air corps during the World War and 
established the Braniff Air Lines in the 
Southwest; T. E. Braniff, insurance man 
and also president of the Braniff Invest- 
ment Co. and Phil Braniff, insurance 
man and also newspaper and business lit- 
erature writer. Phil Braniff was in the 
Thirty-sixth Division, World | War. 
There are also two daughters, Mrs. H. 
G. Russell and Miss Madeline Braniff. 


Mrs. Braniff’s death, which was unex- 
pected, was regarded as of enough local 
importance by: the Oklahoma “News” to 
warrant the publication of nearly a quar- 
ter of a page about it. 











The Name— 
Ohio Farmers 


Most experienced insurance men know that the 
Ohio Farmers is one of the nation’s most progressive 
fire insurance companies of moderate size. Younger 
men sometimes inquire if the name is descriptive of 
the Company’s writings. 


The name—Ohio Farmers—is known and re- 
spected from coast to coast. Property owners in 
New York, Chicago, Philadelphia, Boston, Seattle, 
San Francisco, Los Angeles, and other cities expect 
—and get—the same sure protection that has made 
“Ohio Farmers” a household word among Ohio farm- 
ers for more than eighty years. 


Writing 19 distinct kinds of protection in 28 
states and Canada, the Ohio Farmers offers many 
advantages to agents as well as to policyholders. 


OHIO FARMERS 
INSURANCE Co. 


Organized 1848 


LERoY 


The Ohio Farmers Insurance Company owns and operates the Ohio 
Farmers Indemnity Company, a casualty insurance running mate. . 


OHIO 
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MARINE & AUTOMOBILE 








Marine Union Holds 
1930 Meeting at Vichy 


RATE-CUTTING IS DEPLORED 





Plan Under Way to Curtail It if Pessi- 
ble; Standardization of Cargo Poli- 
cies Is Brought Up 





The International Union of Marine In- 
surance held its sixty-fifth general meet- 
ing at Vichy, France, on Monday and 
Tuesday of this week. The number of 
American companies in this organization 
has increased from three to five, the 
Automobile of Hartford and the United 
States Merchants & Shippers having 
joined since the 1929 annual meeting in 
Vienna. Samuel D. McComb, manager 
of the Marine Office of America, is in 
Europe now and planned to attend this 
convention. Other Americans abroad at 
this time may also have been present at 
this general gathering of Europe’s lead- 
ing marine underwriters. 

The work of the Union has been handi- 
capped some during the last twelve 
months owing to the world’s general eco- 
nomic depression which has had a bad 
effect upon international shipping. Nev- 
ertheless the Union is going forward 
with plans to curtail excessive rate-cut- 
ting and to standardize conditions in 
cargo policies. 

Following are extracts from the report 
of General Secretary M. Frenzl deliv- 
ered to the convention on Monday: 

“The year under review has again wit- 
nessed a most serious economic crisis in 
a great many countries which in its after- 
math has brought with it a deep depres- 
sion in shipping and trade all over the 
globe. Admittedly, this unhappy state 
of affairs has been anything but favor- 
able to schemes for the amelioration of 
marine business on international lines. In 
addition to this, previous failures in this 
direction experienced ‘in recent years 
have shaken confidence in the chances 
of rapid progress to be achieved by con- 
certed action. 


Enthusiastic Hopes Dampened 


“Tt is not many years since enthusi- 
astic hopes were entertained in some 
quarters that the very broadening of the 
Union’s sphere of activities, both geo- 
graphically and technically, would result 
in an underwriters’ paradise where pros- 
perity would be in store for all, and 
timely warnings of the danger of over- 
estimating this new departure were not 
heeded. At present, as a reflex effect of 
many a disappointing setback, there are 
unmistakable indications that such 
schemes as are suggested now and then 
are looked upon with some diffidence 
and approached with a certain reluctance. 

“Indeed, a closer examination of pre- 
vailing tendencies might lead one to the 
conclusion that many underwriters are 
intent upon keeping their own house in 
order and adopting whatever measures, 
promising more or less immediate re- 
sults, may be individually necessary, 
whereas common measures are deferred 
pending future developments which may 
render the outlook for a general move- 
ment more encouraging. On the other 
hand, it is not without interest to note 
that in several markets some good ef- 
fect may be anticipated from the process 
of natural selection which is making 
marked headway to the detriment of ele- 
ments weakened by consistent losses, and 
it is not unlikely that in those centers 
where underwriters have to bear a strain 
which will tax all their resources to an 
unprecedented degree, the co-operative 
idea is gaining staunch supporters. 

“Not only that sound technical rules 
tegarding policy conditions, insured 


values, rates and deductions, net reten- . 


tions, etc, gradually stand a_ better 
chance of again becoming the decisive 





factor when underwriters form an opin- 
ion as to the advisability or otherwise 
of writing a risk, and that not unrarely 
underwriters flatly decline to accept un- 
remunerative propositions put before 
them, this tendency receives an impetus 
from the fact that the clients, in in- 
creasing number, focus attention on ob- 
taining cover with first-class companies, 
and are prepared, if necessary, to pay for 
the security offered what it is worth. 

“In studying the repercussion which 
these developments have had on the 
work of the International Union, there is 
no denying the fact that throughout the 
year a certain lack of movement has been 
noticeable. As evidence of this it is only 
necessary to recall that on relatively 
rare occasions have kindred associations 
in the several national markets appealed 
to the Union to lend its good -offices with 
a view to securing its members’ support 
of local agreements, although it is gen- 
erally realized that this form of inter- 
vention is one of the chief assets in the 
Union’s program. This being so, the 
Union would have been practically 
doomed to inactivity regarding this im- 
portant task, were it not that its lead- 
ers, of their own initiative, resolved to 
inaugurate a campaign for a distinct ad- 
vance in the desired direction. 


Attempt to Limit Rate Reductions 

“To that end the Union has taken steps 
to put before each and every marine of- 
fice, whether a member or not, a number 
of questions, inviting it to consider the 
matter irrespective of the apparently un- 
avoidable existence of a market which 
insists upon retaining its complete free- 
dom of action. The outcome of this ‘en- 
auete’ will reveal, if and under what con- 
ditions the offices are prepared, in prin- 
ciple, individually to sign an undertaking 
to the effect that they agree on behalf 
of themselves and their agents not ta 
accept any risk at lower rates or on 
broader conditions than those that may 
have been adopted under local or na- 
tional agreements in the home market of 
the respective risk. 

“The nature of the forthcoming re- 
plies will allow the formation of an opin- 
ion as to whether the suggested system 
of individually binding declarations— 
which method, as will be recalled, was 
first applied by the Union last year in 
introducing the Vienna Reinsurance 
Clause—is efficient enough to secure the 
necessary practical support of what is 
acknowledged to be a sound business 
principle. If this method were to prom- 
ise success, an intricate problem to which 
so far no solution, has been found and 
which arises out of the existence of a 
minority keeping aloof from _ binding 
one need not be considered at 
all. 

“It is to be regretted that the con- 
traction of the market has been reflected 


in the roll of Union members, inasmuch 
as there is a considerable reduction in 
number owing to failures, amalgamations 
and withdrawals from the marine busi- 
ness. Twenty-one companies withdrew 
while twelve joined as new members. 


Cargo Policy Conditions 


“During the year new schemes with 
regard to international policy conditions 
and clauses have, at this stage, not yet 
matured. The most notable suggestion 
refers:to a unification of cargo policy 
conditions generally. At the Vienna 
meeting, it will be recalled, a sugges- 
tion to that effect was made by the In- 
ternational Federation of Forwarding 
Organizations, which, following the 
usual practice of the Union, was placed 
before the national underwriting bodies 
with a view to ascertaining whether the 
need for such a measure had made it- 
self felt, and if so, whether ways and 
means for a realization of the scheme 
could be found. 


“However, it soon became apparent 
that great difficulties would have to be 
overcome. Quite, apart from the fact 
tat differences in policy forms are pri- 
marily due to old-established traditions 
of markets and the special requirements 
of clients, the most serious obstacle to 
be overcome is that insurance contracts 
are, as a rule, based on the law of the 
respective country, the provisions of 
which are in part of a binding charac- 
ter. It would seem, therefore, that the 
parties interested ought first to endeavor 
to attain a unification .of the different 
legal enactments governing marine in- 
surance. In fact, a movement of this 
kind has emanated from Hungary which 
aims at bringing into line all the more 
important principles of national insur- 
ance legislation. 

“Simultaneously, less far-reaching pro- 
posals in well-defined limits are being 
ventilated, and therefore it is within the 
bounds of possibility that one or the 
other may be brought to fruition. Thus, 
for instance, a noteworthy proposal 
submitted by a Belgian underwriter ad- 
vocates that a wording should be agreed 
upon internationally for four fundamen- 
tal policy clauses, viz., the deck cargo 
clause, the f. p. a. clause, the w. a. clause 
and the warehouse to warehouse clause. 


“Italian underwriters emphasize the 
desirability of a standard theft and pil- 
ferage clause, while Swiss members point 
out that the Union might usefully pro- 
mote a general war risks clause. Many 
markets express the view that the cover 
for the so-called additional risks, such as 
breakage, leakage, rust, sweat, heating 
and the like should be based on uniform 
lines. Unfortunately, the Union machin- 
ery works somewhat slowly, which is 
due, to some extent, to its own 
geographical expansion, but chiefly to its 
practice of consulting constantly the va- 
rious national associations. 

“This accounts for the fact thae noth- 
ing definite could be accomplished in the 
course of the year in the way of draft 
clauses to be placed before the forth- 
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United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $7,289,004.71 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
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Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,394,635.82 
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coming general meeting. Even under 
very favorable circumstances this exten- 
sive field of activity must be cultivated 
a long time before a harvest can be gath- 
ered. At any rate, the discussion has 
been resumed regarding a_ universal 
Warehouse to Warehouse Clause, which 
matter had already occupied the Union's 
attention a few years back. It is now 
contemplated to try and lay down uni 
form rules for the extent of Under- 
writers’ liability, more especially as re- 
— commencement and expiry of 
risks. 





FRENCH GOV’T LINER RATE 





Government Did Not Consult Under- 
writers Before Announcing It Would 
Take Excess Insurance at .55% 


When some time ago it was announced 
that the French Government was pre- 
pared to subsidize the insurance of the 
new giant Compagnie Generale Trans- 
atlantique liner by underwriting such 
amount of the marine risk as could not 
be covered in the open market at 0.55%, 
it was generally assumed that this rate 
had been fixed if not in collaboration 
with French underwriters, at least with 
their knowledge. However, it now ap- 
pears that this is not the case. 


M. Albin Smeesters, vice-president of 

the Union des Syndicats, which is the 
governing body in French marine insur- 
ance, categorically states that the mat- 
ter has never been submitted to the 
ed : 
Union, nor has the leading company on 
the C.G.T. fleet—the “La Fonciere,” of 
Paris—been consulted in the matter. M. 
Smeesters considers it important that 
foreign underwriters should be made 
aware of the real position in this con- 
nection. The general opinion in other 
underwriting circles is undoubtedly 
against any form of Government inter- 
vention in marine insurance. 


In stating the percentage which marks 
the limit of the rate which French under- 
writers may quote, the French Govern- 
ment has imposed an artificial limit on a 
factor which is largely dependent, in the 
ordinary way, on the law of supply and 
demand. The British Government in 
offering insurance facilities for the new 
Cunarder has been content to fix its lia- 
bility at the amount which cannot be 
placed in the open market at “a reason 
able rate,” but the French Government 
has confronted its national market with 
a cut and dried rate. 





DEATH OF SIDNEY CHUBB 


Sidney Chubb, brother of Hendon 
Chubb, head of Chubb & Son, marine 
underwriters, and of the late Percy 
Chubb, died last week at the Orange 
Memorial Hospital in Orange, N. J., after 
an illness lasting about one month. He 
was 74 years of age and had been visit- 
ing Hendon Chubb prior to entering the 
hospital. Ever since his retirement 
from Chubb & Son in 1921 he had been 
traveling in California and Europe and 
lately had been residing in Paris. Mr. 
Chubb was a graduate of the Columbia 
Law School and practiced admiralty law 
until 1897 when he entered the marine 
underwriting agency. 





TWO JOIN MARINE OFFICE 


Gilbert Oxford and George Nixon, 
well-known in the marine insurance 
field, are joining the Marine Office of 
America early in October. Mr. Oxford 
was formerly with the Thames & Mersey 
at the home office in Liverpool and later 
spent six years with that company in 
the Pacific Coast office. He will be a 
hull underwriter for Samuel D. McComb 
at the Marine Office’s headquarters in 
New York. Mr. Nixon was formerly 
with the Insurance Co. of North Ameér- 
ica and will have charge of the Marine 
Office’s new personal floater department, 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 
111 William St., New York City 
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ASSETS LIABILITIES 

Bonds and Mortgages...................--.-- $ 139,609.90 III » sisccinsinsinsnstaicnecaueeieapsdiabaatiaoiel $ 7,000,000.00 
U. 8. Liberty Bonds......................---- 509,100.00 = Surplus ..........---.. 44,315,436.08 
Government, City, Railroad and ; 

other Bonds and Stocks................ 93,855,135.00 Reinsurance Reserve ................----.- 26,803,146.42 
Cash in Banks and Offfice.................. 3,784,621.70 Losses in course of Adjustment.... 12,122,958.00 
Premiums in Course of Collection.... 7,216,343.56 Conminion sa tte Meee 10,750,000.00 
ubepent Acoweed ox... 446,013.79 saat 
Reinsurance Recoverable on Paid Reserve for Taxes and Depreciation 5,000,000.00 

RRS he ae ener eos ne — 40,716.40 

$105,991,540.45 $105,991,540.45 
SURPLUS TO POLICYHOLDERS. --_---- $51,315,436.03 


Losses settled and paid since organization over $259,000,000.'00 Losses settled and paid 1929 $17,513,631.10 


ISSUES POLICIES AGAINST 


Fire, Marine, Tornado, Earthquake, Hail, Explosion, Riot and Civil Commotion, Sprinkler Leakage, 
Inland Marine Transportation, Parcel Post, Automobile, Aviation Insurance. 


Agents in Canada, Manila, Shanghai, London and Principal European Cities 








E. C. Jameson, President 


Lyman Candee, Vice-President 
W.H. Paulison, Vice-President 

J. H. Mulvehill, Vice-Pres. and Secy. 
J. D. Lester, Vice-President 


A. H. Witthohn, Secretary 

A. G. Cassin, Secretary 

J. L. Hahn, Assistant Secretary 
Scott Coleman, Assistant Secretary 


A. W. Taylor, Local Secretary 








Progress since Consolidation in 1899 


Assets 
Mee Sa G0... ........2..:... $529,282.59 
ae eee 3,932,447.83 
Se eee 5,255,362.12 
ts RM A hie ee nes 10,178,345.13 
Dec. 31,1920................. 42,765,374.55 
estes |... otal 67,922,096.58 
Eee eee 71,740,996.83 
mee SO, Be. ts ss: rd Th 80,193,738.67 
Se gD obo oe ee ewe es 98,190,644.96 
es Oe ME ck ko ss oe ww ck oan 105,991,540.45 


Reinsurance Reserve Surplus 

$26,832.54 $3,038.94 
1,753,038.09 1,256,146.92 
1,936,224.86 2,365,363.37 
3,532,023.67 4,769,684.89 
16,593,764.16 11,361,311.89 
20,265,572.73 24,161,943.85 
21,162,599.90 25,610,575.98 
21,794,727.64 29,514,699.03 
24,332,695.62 37,252,917.34 


26,803,146.42 44,315,436.03 
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CASUALTY AND SURETY 








Compulsory Auto Plan 
Urged for Florida 


BY COMMISSIONER W. V. KNOTT 





His Report to Governor Also Cites Need 
For a Sound Plan of Unemploy- 


ment Insurance 





W. V. Knott, insurance commissioner 
of Florida, shies a compulsory automo- 
bile insurance suggestion into the ring 
for the attention of the next session of 
the legislature as a part of his report 
to the governor covering the business 
of last year. He says “The legislature 
should protect the public by requiring 
evidence of financial responsibility on 
the part of owners of automobiles; or, 
in lieu thereof, some form of surety bond 
or liability insurance to cover damages 
to person and property through the care- 
less driving of motor vehicles on the 
public highways.” 

Both the legislatures of the past and 
the agents have opposed any move of 
this kind. A bill in the last session did 
not get very far and the legislative 
committee of the agents’ association in- 
cluded the plan among the things that 
were opposed at that time. ‘It is very 
likely that two things have made this 
suggestion agreeable to the commission- 
er. One the large number of cars now 
being run without insurance as a result 
of the tight times, and the other the ex- 
cessive number of accidents in the state 
during the past two years. 

Favors Unemployment Insurance 

Mr. Knott sees a necessity for unem- 
ployment insurance and feels that it can 
be written by companies now authorized 
in the state and under the present laws, 
if the department can be satisfied that 
plans adopted are sound. Rapidly chang- 
ing industrial conditions make it evident, 
in his opinion, that some practical form 
of unemployment insurance must be de- 
veloped within the near future. He also 
hopes that the next session will pro- 
vide a compensation law, no act of this 
kind now being on the books of the state. 

The commissioner is also quite certain 
that “the department should have the 
authority to pass upon all forms of in- 
surance policies issued in the state in 
order to adequately safeguard the inter- 
ests of the insuring public”; or, in lieu 
of this-sort of regulation, “the legisla- 
“ure itself should prescribe standard pro- 
visions for various classes of insurance 
policies.” He also urges that the de- 
partment be authorized to refuse admis- 
sion to companies or renewal of licenses 
to companies whose policy contracts are 
unfair to the assured, or whose premium 
rates are discriminatory, or whose course 
in the settlement of claims is found to 
be unfair, unreasonable or unnecessarily 
dilatory as regards the rights of people 
with whom they have dealings. 

Separate Insurance Dep’t Seen 

it is fairly certain that there will be 
a movement to create a separate depart- 
ment of insurance at the coming session. 
For five years the insurance companies 
have paid better than a million a year 
in taxes and the prevailing sentiment is 
that it is time for Florida to get into 
the family of states having a department 


Two Vice-Presidents 
Named by Nat’l Surety 


H. B. JOHNSON AND LYLE SANDS 





Respectively in Charge of Fraud Bond 
and Blanket Bond Departments; 
Their Careers 





In recognition of ability demonstrated 
over a period of years Harold B. John- 
son and Lyle Sands were both officially 
elected vice-presidents of the National 
Surety at a meeting of its executive com- 
mittee last week. Mr. Johnson is in 
charge of the fraud bond department 
of the company while Mr. Sands is head 
of its blanket bond division. 

Educated at Mercersburg Academy and 
Purdue University where he studied elec- 
trical engineering, Mr. Johnson’s first 
post was with the Western Electric for 
three years. He then became produc- 
tion manager for Dodge Brothers, auto- 
mobile manufacturers; later organized a 
company to manufacture auto body hard- 
ware. In the war he started as a cap- 
tain in the ordnance department and 
was a major in rank when he re-entered 
business life in New York as president 
and general manager of the United 
States Hardware Corp. 

In 1924 Mr. Johnson made his first 
connection with the National Surety in 
Chicago, later becoming fraud bond sales 
manager in New York City and then 
supervisor of the metropolitan district 
including New Jersey and eastern Penn- 
sylvania which post he occupied for four 
years up until July of this year. Upon 
the resignation of C. Carroll Spear he 
was selected as the logical man to fill 
the post of vice-president in charge of 
country-wide fraud bond activities. 

Lyle Sands’ Career 

Lyle Sands, newly elected vice-presi- 
dent in charge of blanket bond activi- 
ties, entered the service of the National 
Surety in 1913 in its fidelity department 
as a junior clerk. He has been in the 
continuous employ of the company since 
that time with the exception of the war 
period when he served in the aviation 
corps. After the armistice. he rejoined 
the company and in December, 1923, was 
placed in charge of blanket bonds. 

When the National separated the blan- 
ket bond business from the fidelity in 
January, 1925, and made it a separate 
and distinct department, Mr. Sands was 
appointed superintendent of the depart- 
ment and has continued as such up until 
the present time. He is recognized as a 
seasoned blanket bond underwriter. 





ENTERED IN OKLAHOMA 
The Commerce Indemnity of Glens- 
Falls, N. Y., and the Bankers Indemnity 
of Newark have both been licensed in 
Oklahoma. 








of this kind. It is very likely, also, that 
an effort will be made to strengthen the 
reciprocal laws. While the members 
have not given out anything it is known 
that the insurance committee of the 
agents’ association headed by Payne 
Midyette, of Tallahassee, has been giv- 
ing a great deal of attention to several 
matters that have been put up to them. 








> 








| 






Sn < 
ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 

















German Surety Executive 
Studies Methods Here 


G. WILLY NILL OF MAYENCE 








Heads Rhine Garantiebank; Spent Day 
in Nat'l Surety Offices; Progress 
of His Company 





G. Willy Nill, prominent surety exec- 
utive of Germany who is director of the 
Rhine Garantiebank of Mayence, was a 
recent visitor to this country and was 
considerably interested to compare Am- 
erican with German practices in surety 
production, claims, salvage and invest- 
ment procedure. Before leaving for home 
he spent a day in New York studying 
the plant and methods of the National 
Surety Co. home office. 

Trained for the law profession at sev- 
eral German universities, Mr. Nill prac- 
ticed for several years and then became 
a judge in the courts of Prussia. When 
a previous director of the Rhine Garan- 
tiebank retired to join the Hermes Ca, 
Mr. Nill, who had specialized in insur- 
ance law, was elected as his successor. 
The post of director in Germany corre- 
sponds to president or chairman of the 
board in this country. wa 

When interviewed just before sailing 
Mr. Nill said that his company which 
~vas established in 1923 had had a sat- 
isfactory experience in 1929 due to care- 
ful underwriting. Its premium income 
was 207,252 Reichsmarks with losses of 
22,359 Reichsmarks, a loss ratio equal to 
10.8%. The lines written are customs, 
tax, alcohol, contract and maintenance 
bonds; and in addition several types of 
freight bonds. 

The German surety executive explained 
that companies in his country are limit- 
ed in maximum coverage according to 
capital just as the United States govern- 
ment limits maximum contract bond cov- 
erage to 10% of capital and surplus. 
German companies, therefore, seek addi- 
tional and paid-in capital as their busi- 
ness takes on a normal growth. His own 
company is in a sound financial con- 
dition, he added, and in addition to divi- 
dend requirements and adding the usual 
amounts to surplus and legal reserves. 
is building up what in Germany is called 
a “catastrophic resefve.” 


M. H. MAYER BOROUGH AGENT 





Appointed by Ocean Accident for All 
Casualty and Surety Lines in Down- 
town New York Area 
Maxwell H. Mayer, well known bur- 
glary producer in the metropolitan ter- 
ritory, has been appointed this week 
as downtown borough agent for the 
Ocean Accident for all casualty and 
surety lines with headquarters at 123 

William street. 

Mr. Mayer has been in the business 
since 1913 starting with the National 
Surety as a burglary underwriter in its 
home office. In 1918 he and the late 
John Kenny organized the Kenny agen- 
cy at 80 Maiden Lane, Mr. Mayer be- 
coming its first vice-president. Upon 
Mr. Kenny’s death in 1923 he was elect- 
ed president of the agency, which post 
he held up until his resignation in 1928. 

With a wide acquaintanceship among 
brokers in the downtown area Mr. May- 
er may be expected to make new con- 
tacts for the Ocean Accident as its bor- 
ough agent. Before coming into insur- 
ance he was for some year a Pinkerton 
Service detective, handling many cases 
of interest to insurance companies. 





H. S. IVES’ ACTIVITY 





Has Covered Lots of Ground This Sum- 
mer on Convention Tour; Speaking 


Today at French Lick 


Henry Swift Ives, special counsel, As- 
sociation of Casualty & Surety Execu- 
tives, who has been almost continuously 
on the convention circuit this past sum- 
mer, is talking today on “Socialism for 
Profit” before the convention of the 
Great Lakes district of the National Elec- 
tric Light Association at French Lick 
Springs. Mr. Ives will then journey on 
to White Sulphur Springs to attend the 
casualty and surety meetings. 

Between August 19 and September 6 
Mr. Ives covered more than 6,000 miles, 
making platform appearances at Duluth, 
Edmonton, Alberta, St. Louis and Kan- 
sas City. A vigorous opponent of gov- 
ernment ownership in business, he has 
centered most of his addresses on this 
ever-present problem: 





LOSES LICENSE 7 
The broker’s license of Russel Mars- 
ton, trading as Marston & Co., of New 
York City, has been revoked by the New 
York Insurance Department. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 
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Excitement Over As 
Mass. Rates Are Filed 


GENERAL INCREASE OF 4% MADE 
Commissioner Brown Upheld by Gover- 
nor; Remains in Office; Auto De- 
merit Plan Soon 





The excitement in Massachusetts over 


the 1931 compulsory automobile rates 
died down this week with the publica- 
tion of the final schedule by: Insurance 
Commissioner Merton L. Brown differ- 
ing only in minor respects from the ten- 
tative rates he put forth about three 


weeks ago. Passenger cars will carry 


the same increases as the original list 


but the decreases in commercial vehicle, 


public automobile and motorcycle rates 


will mean a drop of 2% from the aver- 


age 6% increase which had been tenta- 


tively set. 
\lthough the hoped-for demerit plan 
was not adopted 


will immediately 


Commissioner Brown 
begin work with the 
idea of putting it into effect. The le- 
gality of this plan was recently estab- 
lished by a ruling of the state attorney 


general. In a statement the Commis- 
sioner said: 
Did Only His Duty 

“T have refused to allow an upward 
trend factor based upon the increase in 
the amount of losses each year as well 
as several other factors urged by the 
insurance companies which would have 
resultcd in a much greater increase in 
the rates. I regret as strongly as any- 
one that the rates must be increased, 
but the burden is upon me to perform 
my duty as Commissioner. 

“The sole purpose of the compulsory 
law is to assure the financial responsi- 
bility of automobile operators so that in- 
jured persons entitled thereto may col- 
lect damages. The rates must, there- 
fore, be adequate; otherwise the neces- 
sary money to meet these damages will 
not be available. Already several insur- 
ance companies have been forced into 
receiverships partly because of rates 
which now appear to have been inade- 
quate, with the result that many injured 
persons entitled to damages may not 
be fully compensated for their injuries. 
This unfortunate situation must not oc- 
cur again if it is possible to avoid it.’ 

Mayor’s Critical Attitude 

\lmost simultaneously with the release 
of the final rates Governor Allen is- 
sued a statement to the effect that un- 
der no circumstances could he bring him- 


self to remove Commissioner Brown 
from office for having done his duty as 
he saw it in promulgating the 1931 rates. 
The ousting of the Commissioner, how- 
ever, was demanded by Mayor Curley 
of Boston who pointed out that “Brown 
preferred to obey the insurance interests 
rather than the governor. -has given 
the companies everything they wanted 
despite their pretence that they were 
not satisfied.” 

At the same time Samuel G. Thorner, 
Boston attorney, filed a petition with the 
Massachusetts Supreme Court asking for 
a review of the rates and urging that 
the Commissioner be enjoined from put- 
ting them into effect and that the court 
declare them illegal and unjust. 

An indication that there will be dis- 
tinct changes in the compulsory system 
next year was seen in Governor Allen’s 
comment that “the present law is appar- 
ently unsatisfactory to all concerned 

.since its adoption other states have 
introduced different methods. I believe 
we would do well to investigate their 
methods.” The governor expressed the 
hope that the next legislature would ap- 
preciate the seriousness of the situation 
and adopt a plan more satisfactory. 





Joseph Tyrell, president, Builders’ Mu- 
tual Casualty, Wisconsin, passed away 
recently at the age of 74 years. 
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The agent called the Home Office and ex- 
plained the situation. 


m 


. - CASUALTY 
. ASSURANCE 


NSTRUCTED by a New York client to 

seize a stolen motion picture film which 

had been located in a Chicago exchange, a 
Chicago attorney called upon his surety agent, 
a Continental representative, for a $12,000 re- 
plevin bond to secure the necessary court order. 
Immediate action was imperative. 


Unfortunately, the attorney was unfamiliar 
with his client’s financial standing, and the 
latter was not rated by Mercantile Agencies. It 
appeared impossible to secure the data in the 
time available—and without it the bond could 
not be issued. 


our New York Office secured the information 
and within an hour the bond was issued, en- 
abling the attorney to seize the film. The agent 
pocketed a handsome commission and won the 
good will of a valuable client. 


This incident is typical of the intelligent serv- 
ice Continental renders to fieldmen and their 
clients. A thoroughly experienced staff of ca- 
pable executives and over 1,000 highly trained 
employees of these Companies stand ready at 
all times to assist fieldmen in serving the public 
in all insurance and surety matters. 





A long distance call to 


. _ COMPANY 
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C. V. Everitt Joins 
Preferred Accident 


IS MADE ITS VICE-PRESIDENT 





Resigns Fidelity & Casualty Post After 
26 Years’ Service; Handled Its 
Metropolitan Casualty Lines 





Dr. C. V. Everitt, who has been with 
the Fidelity & Casualty for the past 
twenty-six years, resigned this week as 
vice-president to accept the vice-presi- 
dency .of the Preferred Accident. Since 
1920 Dr. Everitt has been in charge of 





Crys 


EVERITT 


casualty lines in the metropolitan branch 
office of the company. 

His first position with the F. & C. 
was as its medical director, but he short- 
ly withdrew from medical practice to 
take charge of accident, health and phy- 
sicians’ liability departments, which post 
he held for eight years. So successful 
was his supervision of these lines that 
his responsibilities were broadened to in- 
clude all casualty lines in the metropoli- 
tan area, which work he has capably 
handled up to the present time. His ex- 
perience and energy has been of ma- 
terial help in the expansion of the F. & 
C’s business in this territory. 

A graduate of the College of Physi- 
cians and Surgeons, Columbia University, 
Dr. Everitt has always kept up his med- 
ical contacts and is a member of the 
New York county and state medical so- 
cieties, the American Medical Associa- 
tion and the N. Y. Academy of Medicine. 

He goes to his new duties with the 
Preferred Accident with the best wishes 
of his office staff and the host of agents 
and brokers with whom his business re- 
lations have always been congenial. 





AVIATION COMMITTEE NAMED 


Cognizant of the increasing importance 
of aviation insurance, the National Bu- 
reau this week appointed a committee 
of casualty companies to make a survey 
of its casualty divisions, the most im- 
portant initial work to be considered be- 
ing that of unifying the determination 
of rates and coverages for liability and 
P. D. insurance on airports. This com- 
mittee consists of Aetna C. & S., the 
Fidelity & Casualty, Glens Falls Indeim- 
nity, Globe, Independence Indemnity, 
Maryland Casualty and Travelers. 





R. S. Elberty, superintendent, inspec- 
tion department, Great American Indem- 
nity, has resigned and his post will be 
filled by H.-R. Fluck, now assistant st- 
perintendent who will be assisted by !). 
C. Sayer. Mr. Fluck had previous com- 
pany experience with the Ocean and 
Commercial Casualty while Mr. gta 
was first with the Zurich, then the Na- 
tional Bureau and London Guarantee 
before joining the Great American In- 
demnity. 
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Insurance Society Casualty 
Lectures Start September 30 


Junior and Intermediate Courses Under General Chairmanship 
of Leslie F. Tillinghast; Messrs. Haugh, Perryman, Lyman 
and Gossett Assisting; Full Program Given 


The casualty courses of the Insurance 
Society of New York, always a popular 
feature in the educational program con- 
ducted by the Society, will be under the 
direction of Leslie F. Tillinghast of the 
Great American Indemnity for this year’s 
fall and winter terms. There are two 
courses, one for juniors which gives the 
rudiments of the business, and the other 
for intermediates featuring liability, au- 
tomobile and miscellaneous lines. From 
present indications a good enrollment is 
assured. 

Part I, under the chairmanship of C. 
J. Haugh, assistant actuary, National Bu- 
reau of Casualty & Surety Underwriters, 
assisted by F. S. Perryman, Royal In- 
demnity ‘actuary, will have its opening 
lecture on Tuesday evening, September 
30, in the National Board auditorium. 

Subsequent lectures will be given on 
the same evening up to March 24, 1931, 
making twenty in all with four quiz pe- 
riods. The speaker for the first meeting 
is Edwin W. Kopf, assistant statistician, 
Metropolitan Life, on “Introductory Out- 
line of Casualty Insurance.” ‘ Then will 
follow two lectures by G. F. Michelbach- 
er, Great American Indemnity vice-pres- 
ident who was general chairman of the 
course last year, on the “Fundamental 
Principles of Insurance.” 

Intermediate Course Opens October 1 

The intermediate course, known as 
Part III, in charge of Thomas U. Ly- 
man, Aetna Casualty & Surety, who is 
assisted by John E. Gossett, Travelers, 
will open Wednesday evening, October 
1, with a lecture by Raymond A. Cav- 
erly, general counsel, Globe Indemnity, 
on the “Legal Background of Public Lia- 
bility, P. D. and Collision Insurance.” 
The Part III classes run to March 25, 
being given on Wednesday evenings. The 
following week William Butler, general 
counsel, United States Casualty, appears 
before the class also lecturing on the 
“Legal Background.” 

Complete Program for Juniors 

The complete program of lectures for 
the junior, Part I, course with speakers 
and topics is as follows: 

September 30— 

“Introductory Outline of Casualty Insurance” 

by Edwin W. Kopf, assistant statistician, Met- 


ropolitan Life. 
October 7— 

“Fundamental Principles of Insurance” by G. 
F. Michelbacher, vice-president, Great Amer- 
ican Indemnity. 

October 14— 

Same as October 7. 
October 21— 

“Casualty Insurance Carriers’ by C. J. Haugh, 
assistant actuary, National Bureau. 
October 28— 

“Organization of Casualty Insurance Carriers” 
by H. O. Van Tuyl, actuary, Constitution In- 
demnity, 

November 3— 

“State Supervision” by Clarence W. Hobbs, 
Special representative, National Council on Com- 
Pensation Insurance. Note: This lecture is giv- 
en on the preceding Monday because of Elec- 
tion Day. 

November 11— 

Quiz. 
November 18— 

“General Consideration of Insurance Trans- 
actions” by Rexford Crewe, Fireman’s Fund In- 
demnity. 

November 25— 

“Co-operative Organizations Maintained by 
Casualty Insurance Carriers” by A. W. Whit- 
ney, associate general manager, National Bureau. 
December 2— 

“The Principles of Rate Making” by William 
patie, associate general manager, National Bu- 
eau. 

December 9— 

“The Principles of Merit Rating’ by L, L. 
Hall, secretary-treasurer, National Bureau. 
December 16— a 

uiz. 

January 6— 

“Production” by C. G. Hallowell, secretary, 
Aetna Casualty & Surety. 
anuary 13— , ‘ 
‘Advertising and Publicity” by Leslie F. Til- 
linghast, agency assistant, Great American In- 
demnity , 
January 20— ; 

“Underwriting” by W. J. McCaffrey, vice- 
President, Globe Indemnity. 


January 27— 

“Reinsurance” by W. W. Greene, secretary, 
General Reinsurance Corp. 

February 3— 

“Claim Adjustment” by William Butler, gen- 
eral counsel, U. S. Casualty. 
February 10— 

“Inspection, Engineering and Prevention” by 
Dan L. Royer, chief engineer, Ocean Accident. 
February 17— 

“Exposure” by C. F, Hebard, superintendent, 
payroll audit department, Globe Indemnity. 
February 24— 

Quiz. 

March 3— 

“Casualty Statistics’ by Arthur E. Thomp- 
son, chief statistician, Globe Indemnity. 
March 10— 

“Casualty Accounting” by F. S. Brown, comp- 
troller, Lloyds Casualty. 

March 17— . 

“The Annual Statement” by Herbert C. Clark, 
chief examiner, New York Insurance Depart- 
ment. 

March 24— 

Quiz. 


Intermediate Course Lineup 


PUBLIC LIABILITY, PROPERTY DAMAGE LIABILITY 
AND COLLISION INSURANCE 
October 1— 

“Legal Background” by Raymond A. Caverly, 
general counsel, Globe Indemnity. 
October 8— 

“Legal Background” by William Butier, gen- 
eral counsel, U. S. Casualty. 

AUTOMOBILE INSURANCE 
October 15— 

“Legal Background” by H. W. J. Hargrave, 
manager, claim department, National Bureau. 
October 22— 

“Public Liability, Property Damage Liability 
and Collision Insurance’ by Ambrose Ryder, 
assistant vice-president, Great American Indem- 
nity. 

October 29— 
“Public Liability Insurance’ by T. Y. Beams, 


superintendent, Royal Indemnity. 
November 5— 
Quiz. 
November 12— 
“Property Damage Liability Insurance” by 
George Merrick, superintendent, auto depart- 


ment, Hartford Accident & Indemnity. 
November 19-— 

“Collision Insurance’? by George Merrick. su- 
perintendent, auto department, Hartford Acci- 
dent & Indemnity. 

November 26— 

“The Manual of Automobile Insurance Rates” 
by A. E. Spotke, automobile department, Na- 
tional Bureau. 

December 3— 

“Prevention” by Charles M. Senft, acting su- 
nerintendent, Globe Indemnity. 
December 10— 

Quiz. 

MISCELLANEOUS INSURANCE 
December 17— 

“Public Liability, Pronerty Damage Liability 
and Collision Insurance” by E. Mathews, 
superintendent, Aetna Casualty & Surety. 
January 7— 

“Public Liability Insurance” by Edward Carr, 
manager, Maryland Casualty. é 
January 14— 

“Property Damage Liability and Collision In- 
surance” hv Robert H. Nichols, superintendent} 
U. S. Fidelity & Guaranty. 

January 21— 

“The Manual of Miscellaneous Public Lia- 
bility, Pronerty Damage Liability and Collision ~ 
Insurance” bv Milton Acker, manager. compen- 
sation and liability department, National Bureau. 
January 28— 

Quiz. . 

MECHANICAL LINES 
February 4— 

“Steam Boiler Insurance” by T. H. Coburn, 
vice-president, Travelers Indemnity. 
February 11— 

“Machinery Insurance” by Dale F. Reese, 
vice-president, Hartford Steam Boiler Inspec- 
tinn and Insurance Co. 

Fehruary 18— 

“Electrical Eanipment Insurance” by T. H. Co- 
hurn, vice-nresident, Travelers Indemnity. 
February 25— 

“Use and Occupancy Insurance” by Dale F. 
Reese. vice-president. Hartford Steam Boiler In- 
snection and Insurance Co. 

March 4— 

“Hazards — Coverages — Policy Conditions 

Classifications—Rating—Inspections Underwrit- 


ing—Claim Adjustments” bv S. Garrison, 
secretarv, Travelers Indemnity. 
March 11— 
MISCELLANEOUS COVERAGES 
March 18— 
Oniz, 


“Hazards — Coverages — Policy Conditions 
Classifications—Ratine—Inspections Urderwrit- 
ine Claim Adjustments” hv Walter C. Vaughn, 
manager. Aetna Casualty & Surety. 

March 25— 

Review (ef entire course) “Trends and Fn- 
ture of the Particular Denartments of the Busi- 
ness Discussed in Course” by John E. Gossett, 
manager, Travelers. 
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then and now 


HE General Indemnity Corporation of America 
was the first company to write check alteration insur- 
ance. No other organization has had such long and 
thorough experience in this field. And no other 
company offers Standard Forgery Bonds at such 


substantial premium credits to preferred risks. 


A Standard Forgery Bond covers every contingency. 
It indemnifies the assured and his bank against mone- 
tary loss in connection with any check, draft, note, or 
any other written promise, order, or direction to pay a 
sum in money bearing the assured’s signature or 
purported signature. This includes forgery of signature 
or endorsement, as well as alterations of amount, payee- 


name, date or number. 


Reimbursement does not depend upon the production 
of the forged instrument as proof of loss. Very often, 
as on an inside job, such proof is impossible to obtain. 
In all such cases the General Indemnity Corporation 
accepts an affidavit as sufficient proof for immediate 


settlement. 


And just as certain protective equipment reduces fire 
insurance rates, the General Indemnity Corporation 
allows premium credits as high as 60% to users of 
approved check ‘writing machines and/or approved 
safety checks. Because all of these advantages are not 
obtainable anywhere else, many of the most important 


Forgery Bonds of recent months have been written 





by this company. 


Local _— and brokers recognized, of course. 


The General Indemnity Corporation of America 


Home Office, Rochester, N. Y. 


New York Office, 217 Broadway 


Offices in all principal cities 
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Rising Sickness Claims 
Stir British Societies 


THREATEN SOLVENCY OF SYSTEM 





Ministry of Health Believes Unemploy- 
ment Strain Partly Responsible; 
Other Factors Suggested 





There is great anxiety on the part of 
the British approved societies, shared by 
the Ministry of Health, as to the fu- 
ture of the National Health Insurance 
Scheme. The drain on the funds is be- 
coming so heavy that the stability of 
the scheme is said to be threatened, and 
unless the claims diminish solvency will 
only be preserved by reducing the bene- 
fits or increasing the rate of contribu- 
tions. 

The London “Evening News” has pub- 
lished the following clear review of the 
subject: “It is notorious that the cost of 
sickness and invalidity has grown out 
of all relation to the facts of ordinary 
public health. In 1918 the cost of this 
benefit was £5,000,000. Since then the 
number of insured persons has’ increased 
to an extent which would normally have 
raised the cost to £5,520,000. 

“But, as a matter of fact, the actual 
expenditure on this benefit today is £16,- 
000,000—practically three times what it 
ought to be, assuming that the health 
of the workers is no worse than it was 
in 1918. 

“Sir George Newman, the Chief Medi- 
cal Officer of the Ministry of Health, 
has stated in his reports that the pro- 
longed strain cf unemployment may 
have increased the susceptibility to ill- 
ness, and that unemployed persons 
probably make the worst of their ail- 
ments; but there is no doubt whatever 
that a good deal of this costly invalidity 
is explained by the readiness with which 
many panel doctors grant certificates of 
invalidity. 

Proof Absolute 

“That there is a disposition on the part 
of many insured persons to extract as 
much as possible from the benefit funds 
is made clear by the results of examina- 
tions by regional medical officers. Of 
284,000 cases referred to these officers 
68,000 declared themselves ‘off the funds’ 
before the date fixed for the medical 
examination; 56,000 failed to attend this 
test of incapacity, and 46,000 of those 
actually examined were found to be ‘not 
incapable of work.’ 

“So that only 17% of those who faced, 
or should have faced, the medical ex- 
aminers, were passed for sickness or dis- 
ablement benefit, and but for those ex- 
aminations 170,000 persons would have 
continued to receive ‘incapacity’ pay- 
ments to which they were not entitled— 
at a cost to the insurance funds of 
nearly £115,000 a week. 

“Obviously the insurance scheme can- 
not go on meeting a drain of this kind.” 





FROWNS ON STATE AUTO FUND. 





New Hampshire Commissioner Declares 
Impracticable Plan Proposed by Wis- 
consin Industrial Chairman 

Insurance agents and companies doing 
business in New Hampshire will have 
little need for worry that a compensa- 
tion state automobile fund plan will be 
adopted in that state. Insurance Com- 
missioner John F, Sullivan has expressed 
himself as frankly skeptical of the pro- 
posal of Chairman Fred M. Wilcox of 
the Wisconsin Industrial Commission 
which is similar to the Marx plan. The 
New Hampshire commissioner said that 
compensating insurance to provide pay- 
ments to all automobile accident victims 
is impracticable in his state “so long 
as human nature tempts folks to go to 
bed for a week with a skinned shin 
when there is money in it.” 





BAYONNE APPOINTMENT 
The Newark office of the Consolidated 
Indemnity has appointed Edward T. Fo- 
ley. Inc., as agents for Bayonne and 
vicinity. 
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The Heart of Phila- 
delphia Yesterday 
(small photograph) 
and the Heart of 
Philadelphia Today. 





XCEPT for the minor hardships of settling a new land the first 

Philadelphians maintained a peaceful existence. People came 
and people stayed. Philadelphia became a city of homes—the City of 
Brotherly Love. 


Today a change of heart has taken place. The old spirit of brotherly 
love has blossomed into a new brotherhood of industry. Reaping the 
benefit of generation after generation of contented workers, skill in 300 
different lines has been handed down from father to son. Thus Phila- 
delphia of today is notable for a diversity of industry which establishes 
it as the third largest City in the United States, the tenth largest in the 
World, and the industrial center of a Continent. 


Differing from most manufacturing centers which are dominated 
by one type of industry, the Philadelphia area has 7,218 factories with 
an aggregate labor payroll of $466,250,000, and producing more than 
2Y billion dollars worth of products annually. A modern port and 
great transportation system furnish the raw material which makes 
Philadelphia the World’s Largest Workshop: 


The offices of UNION INDEMNITY COMPANY and NEW YorK 
INDEMNITY COMPANY are part of this new spirit of the times. Their 


_ exclusively owned and occupied building at 431 Chestnut Street is the 


result of a recent move into larger quarters. 


When you make your pilgrimage to the cradle of American liberty 
stop in at these offices, if only for a few minutes. Like yourself, we 
too are engaged in the great business of insurance, and we shall appre- 
ciate your visit. 


Uni Invemniry Company 
A DIVISION OF INSURANCE SECURITIES COMPANY, INC, 
New York Indemnity Company 


Detroit Life Insurance Company Iowa Fire Insurance Company 
Union Title Guarantee Company, Inc. [ 
Bankers & Merchants Fire Insurance Company Union Title and Trust Company, W. B. P. 


EXECUTIVE OFFICH}S UNION INDEMNITY BUILDING NEW ORLEANS 100 MAIDEN LANE NEW YORK 


La Salle Fire Insurance Company 
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Little Hope for Marx 
State Auto Fund Plan 


SCORED AT LANSING MEETING 





Cincinnati Judge and Commissioner 
Rhoads‘ in Hot Debate; Theory 
Attacked by A. J. Lilly 





A state fund plan for compensating 
victims of automobile accidents, always a 
bugbear to stock company interests, has 
been cropping up of late in the Middle 
West. The most recent effort to bring 
the plan into the legislative limelight 
was the talk by Judge Robert S. Marx 
of Cincinnati before the Michigan state 
bar association in Lansing. Although 
Judge Marx, the leading advocate of such 
a plan, pictured it in glowing terms he 
came in for some sharp criticism when 
Commissioner Samuel Rhoads of the 
state department of labor and industry 
who is an authority on workmen’s com- 
pensation, led a discussion of his pet 
theories. Commissioner Rhoads upheld 
the A. A. A. safety responsibility meas- 
ure as by far the best of the plans so 
far advanced, pointing out that it lays 
emphasis on reducing the number of ac- 
cidents and making the highways safer. 


Austin J. Lilly Heard From, Too 


Another opponent of the Marx plan, 
Austin J. Lilly, general counsel, Mary- 
land Casualty, had the opportunity not 
so long ago to put a few nails in the 
compensation state fund coffin when he 
debated with Chairman F. M. Wilcox of 
the Wisconsin Industrial Commission on 
the subject before a meeting of the 
American Bar Association. Mr. Lilly 
emphasized that such insurance would be 
decidedly impracticable and that its con- 
stitutionality would be dubious. He fur- 
ther contended that motor vehicle com- 
pensation insurance is not analagous to 
workmen’s compensation insurance and 
that the compensation plan for automo- 
bile injuries would not reduce litigation 
nor lower the cost of insurance. 

The Marx Arguments 


All of these points and many others 
were treated in the affirmative by Judge 
Marx in his Michigan talk. He was 
rather cautious, however, in espousing 
any particular remedy for the situation 
devoting most of his remarks to a crit- 
icism of some of the present plans such 
as the Massachusetts complusory act and 
the A. A. A. bills. 

The compensation plan, he contended, 
would merely make the motoring public 
as a whole assume responsibility for 
traffic accidents and would permit the 
direct and prompt payment of claims 
from a fund which would not be shared 
with lawyers and insurance companies. 
A state commission, similar to the work- 
men’s compensation commissions of the 
various states, would pass on the valid- 
ity of claims to relieve tthe courts and 
expedite payments under the system he 
favored. 

While outlining no definite machinery 
for putting such a plan into practice and 
while admitting that no state has as yet 
seen fit to try the method,-Judge Marx 
indicated that, in his belief, the system 
could be made to work. In Michigan, 
he cited, deposit of a $20 fee with the 
state by every motorist would create 
a $22,000,000 fund annually. On. the 
basis of last year’s traffic casualties, each 
death claim would be compensated on 
the basis of $6,000 and only $9,600,000 
would be expended, he said. 

Under present conditions in every 
state, Judge Marx declared, the acci- 
dent victim is placed at an immense dis- 
advantage asghe must catch the person 
responsible for the accident and prove 
his guilt, both processes difficult, haz- 
ardous and expensive. Under a com- 
pensation plan, he said, there would be 
no need to place the blame but the vic- 
tim could be compensated as soon as he 


(Continued on Page 46) 
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Star Sprinter Becomes 
Hartford A. & I. Mgr. 


“BOOTS” LEVER TO BRIDGEPORT 
To Run Branch Office There After 
Building Up Local Agency; World 
Championships He Holds 





Harold B. Lever, well known in the 
world of sports as “Boots” Lever, famous 
sprinter and intercollegiate champion, 
who has been the head of a successful 
local agency at Palmyra, N. J., has been 
appointed by the Hartford Accident as 
manager of its recently established 
branch office at Bridgeport, Conn. 

Ever since Lever made the daily news- 
paper headlines in 1917, when he won 
the world’s interscholastic 75 yard indoor 
at Madison Square Garden, he has been 
setting up new records for himself both 
on the track and in the field of insur- 
ance. He enlisted in the army while at- 
tending Mercersberg Academy and saw 
plenty of fighting while attached to the 
ambulance section of the 79th Division. 

Entering the University of Pennsyl- 
vania in the Fall of 1919 he established 
records which still stand in the 60 yard 
dash and 70 yard dash; also winning the 
intercollegiate outdoor 100 yard cham- 
pionship in 1923. In recent years he has 
been asked to broadcast intercollegiate 
championship matches because of his in- 
timate knowledge of track and field 
events and his popularity with coaches 
and contestants. 

In college days Lever majored in in- 
surance under Dr. S. S. Huebner in the 
Wharton School of Finance of the Uni- 
versity of Pennsylvania. Upon gradua- 
tion he was associated for three years 
with the Insurance Co. of North America 
group in Philadelphia, then bought an 
established local agency at Palmyra. The 
business on its books has been doubled 
in the past four years under his man- 
agement. Both the Hartford Fire and 
the Hartford Indemnity have been among 
the companies represented by his agency. 





WHITE SULPHUR CHAIRMEN 

Committee chairmen for the White 
Sulphur Springs joint meeting of agents 
and company men next week include 
Frank J. O’Neill, Royal Indemnity, con- 
vention; W. A. Edgar, United States F. 
& G., entertainment; A. Duncan Reid, 
Globe Indemnity, reception; J. J. Mea- 
dor, United States Casualty, registration; 
Wallace J. Falvey, Massachusetts Bond- 
ing, golf; C. Sewell Weech, Baltimore, 
horseshoe pitching contest; Mrs. J. W. 
Henry, Pittsburgh, women’s auction 
bridge tournament; Mrs. T. E. Braniff, 
Oklahoma City, women’s golf tourna- 
ment; C. W. Olson, Jr., Chicago, trans- 
portation, and F. Robertson Jones, As- 
sociation of Casualty & Surety Execu- 
tives, press. 





WRITES LARGE BOND 


A. C. Kingston, representative of the 
Fidelity & Deposit at Stevens Point, 
Wis., recently wrote the largest execu- 
tive bond ever reported through the Mil- 
waukee branch of the company. It is 
in the amount of $2,000,000, issued in 
connection with the G. A. Whiting es- 
tate and carried a premium of $2,850. In 
addition to his insurance interests Mr. 
Kingston is vice-president of the Citi- 
zens National Bank of Stevens Point and 
one of the most prominent bankers in 
Wisconsin. 





HORD ON WAY EAST 


Eugene F. Hord, executive vice-presi- 
dent, Fireman’s Fund Indemnity, in 
charge of Eastern operations, is now on 
his way East after a visit of more than 
4 month to the San Francisco home of- 
fices. President J. B. Levison and offi- 
cers of the group tendered Mr. Hord a 
farewell luncheon before he left. 





ADMITTED TO MAINE 
The Public Indemnity of Newark has 





HOLD FALL GOLF TOURNAMENT 
N. J. Surety Association Has Good 
Turnout at Spring Brook Course; 
Elect C. W. Quick Secretary 
There was a turnout of about sixty 
surety men at the fall golf tournament 
of the New Jersey Surety Underwriters 
Association last week on the Spring 


Brook Country Club links at Morris- 
town. Everybody had a good time and 
the competition. was keen for the vari- 
ous prizes offered. 


Preceding the tournament a luncheon 
meeting was held at which Clyde W. 
Quick, head of the bonding department 
in the Newark office of the Aetna Cas- 
ualty & Surety, was elected secretary 
filling the unexpired term of Robert L. 
Brandegee who has been transferred 
from the Newark office of the Hartford 
Accident to its New York branch to be 
reinsurance superintendent. John F. 
Clark, veteran American Surety man- 
ager, is president of the Association. 

The following gives the results of the 
afternoon’s play: 

The prize of a kroyden iron was awarded to 
Bert Barling, Commercial Casualty, for the low 
gross score 91-25-66. 

A similar prize for the low net score was 
awarded to Arthur N. Archibald, Jr., guest of 
B. Victor Cranston, resident vice-president, Con- 
solidated Indemnity, 113-40-73. 

The second low net prize, a box of golf 
balls, was won by Thomas B. Smith, assistant 
secretary, Commercial Casualty, 109-35-74, 

The first prize in the kicker handicap of a 
box of golf balls was presented by W. J. Hodg- 
kinson, Metropolitan Casualty, 118-48-78. 

The second prize in the kicker handicap, a 
driver, was won by Clifford D. Wychoff, Union 
Indemnity, 103-27-76. 

Clyde Quick, Aetna Casualty & Surety, also 
won a prize. 

George H. Brust, Union Indemnity, was 
chairman of the golf committee. 





STEPHENSON’S ANNIVERSARY 


Lyle A. Stephenson, well known Kan- 
sas City insurance agent, recently cele- 
brated his twenty-third anniversary as 
general agent of the Continental Casu- 
alty. An unique announcement of this 
milestone was sent out to a large mail- 
ing list. 





Home Office’ - - 





CENTRAL WEST 
CASUALTY COMPANY 


Hal. H. Smith, President 


We Welcome Inquiries 
from 
Progressive Agents 


Assets $3,200,000.00 


- Detroit, Michigan 





ATTEND HOME OFFICE MEETING 





F. & D. Field Executives Discuss Prob- 
lems With Company Chiefs; Greeted 
by Chairman Lowndes 


Fidelity & Deposit field executives 
and branch officials from a number of 


important production centers were in 
conference at the home office for five 
days last week with home office execu- 
tives. The discussion centered on the 
production of fidelity, contract, public 
official, depository and judicial bonds, 
and burglary insurance. At the opening 
session W. Bladen Lowndes, chairman 
of the board, addressed the meeting. 

Those attending were: Vice-Presidents 
Guy LeRoy Stevick and Leland W. Cut- 
ler, San Francisco; Vice-President Ar- 
thur L. Tash, Boston; Resident Vice- 
President J. L. Straughn, Detroit; Resi- 
dent Vice-President Wm. M. Wolff, Mil- 
waukee; Wallace P. Harvey, general 
counsel and vice-president, New York: 
Manager W. H. Hansmann, Chicago; F. 
Buchanan Owen, president of the Cleve- 
land Insurance Agency, Inc., F. & D. 
general agents in Cleveland; W. G. 
Kress and Geo. D. Webb, of Conkling, 
Price & Webb, F. & D. general agents 
in Chicago. 





TRIBUTE TO LATE W. J. MESKILL 





F. & D. House Organ Tells How He 
Never Gave Up Hope That He Would 
Return to New York Post 

A tribute is paid to the late William 
J. Meskill, manager of the New York 
office of the Fidelity & Deposit, in the 
current issue of “All in the Family.” He 
passed away less than a month ago in 
Baltimore after an illness of several 
months’ duration. 

When Mr. Meskill came to Baltimore 
last February for treatment it was gen- 
erally assumed that he would eventually 
recover. However, his malady gradually 
became worse and as time went on the 
doctors had to acknowledge that nothing 
could be done. “Bill,” however, never 
gave up hope and only a few days before 
his death discussed with friends the prob- 


ability of his being back on the job next 
year. 

He had been with the Fidelity & De- 
posit since 1926, serving the company 
creditably as manager at Indianapolis 
and Omaha before assuming his larger 
responsibilities in New York. 





eres an 
end to 
all that! 





—_ insurance broker or agent who 

is now occupying inferior, inadequate 
or remote space will be interested in- 
stantly in this new, splendidly equipped, 
centrallylocated office structure which fills 
an important need in the downtown area. 


Charles F. Noyes Company, Inc. 


Renting and Managing Agent 


225 Broadway, New York 
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WHat ABOUT 
YourR PROFITS? 


The proper and consistent development of fidelity 
and surety lines is concededly profitable to agents. 


This company is extraordinarily well qualified 
to assist and service agents in solving surety and 
fidelity problems. Practically all of its officers have 
themselves been agents and consequently approach 
difficulties with a field viewpoint. 


General agency connections in fidelity and surety 
lines are still available in some territories. A letter 
from you will bring a prompt and personal reply. 


Equitable Casualty & Surety 
Company | 


JOHN L. MEE, President 


2 Lafayette Street New York City 


- | 


“Equitable in Practice as in Name” 
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Adjusters From Trial 
Lawyer’s Viewpoint 


TALK BY ATLANTA ATTORNEY 





Shepard Bryan Praises Work of Claim 
Men in Ottawa Talk; Shows Need 
For Cordial Relations 





There was considerable food for 
thought in the talk given by Shepard 
Bryan, prominent Atlanta attorney, on 
the topic “The Adjuster’s Work as Seen 
From the Trial Lawyer’s Point of View,” 
before the recent meeting of the Inter- 
national Claim Association at Ottawa 
Mr. Bryan‘s biggest point was that the 
adjuster and trial lawyer should com- 
plement and supplement each other; 
that their relations should be cordial, 
friendly and helpful, that both are serv- 
ing the same cause and therefore should 
be both anxious to render loyal, efficient 
service. 

Mr. Bryan showed his appreciation of 
the work of adjusters when he referred 
to them as men of many responsibilities. 
He added: “Performing duties that call 
for judgment and mental alertness and 
a sense of fairness, they are almost uni- 
formly loyal to their companies and to 
the contract by which the claim made 
must be measured. They are also fair 
in their dealings with the policyholder.” 

Indispensable in Preparing Defense 


The speaker’s opinion was that from 
the viewpoint of the trial lawyer the in- 
telligent, clear thinking adjuster is indis- 
pensible in the preparation, presentation 
and defense of the company’s position 
when the case comes to the trial lawyer. 
“The facts, clearly and_ intelligently 
gathered, must be known and the trial 
lawyer must be put in possession of these 
facts, not colored but plainly seen and 
stated,” he said. 

Continuing further Mr. Bryan said: 
“The adjuster, knowing the contract of 
insurance, must determine not only that 
there is a valid contract but that the 
accident itself comes under the cover- 
age of the policy. Was the injury for 
which claim is made intentional; was it 
consented to or procured by the insured; 
or, in the event of death, was the death 
brought about by voluntary exposure to 
unnecessary danger, or reckless or wan- 
ton conduct, or by premeditation or im- 
pulse? Was the danger obvious? If 
there was unnecessary exposure, did ex- 
posure cause the injury? 

“All of these questions, and numerous 
others of like nature, are difficult and 
they challenge the best thought and con- 
sideration of the adjuster. It must be 
borne in’ mind that these questions have 
to be determined by the adjuster before 
his contact with the trial lawyer and I 
should say that the adjuster has the more 
difficult part of the work in such cases. 

The Difficult Question of Waiver 

“The difficult question of waiver also 
presents itself to the adjuster at this 
point, as well as elsewhere in the prog- 
tess of his work, this question calling 
for clear seeing and calm and definite 
thinking.” 

Mr. Bryan sees the adjuster’s work 
greatly broadened since the development 
of health insurance with increased de- 
mands upon his intelligence and judg- 
ment. For example, he must be familiar 
in a general way with sickness and dis- 
ease and bodily infirmity; he must know 
what constitutes bodily infirmity or dis- 
ease within the meaning of the policy 
and frequently, said the speaker, he will 
mect with the combined effect of disease 
and injury and thus a puzzling and curi- 
ous question will arise for solution. The 
gas and poison cases, in his opinion, are 
Perhaps the most difficult of all to solve. 

Should Not Have “Stern Judge” 

Attitude 

_ As constructive suggestions Mr. Bryan 
mjected into his talk several attitudes 
which he thought adjusters should not 
assume. These are: the adjuster should 
never permit himself to appear in the 
Tole of the stern judge trying the issue 
€tween the claimant and the company. 
€ is not the judge of the issue between 


these two interests nor is the claimant 
the judge of it. Instead the adjuster 
should create a good atmosphere for the 
investigation of a claim by making it 
clear to. the claimant that he has not 
come to sit in final and conclusive judg- 
ment upon the issues raised by the claim 
of the policyholder under his contract. 

Neither should the adjuster assume the 
attitude of a severe cross-examining at- 
torney in his intercourse with the claim- 
ant, or the unfortunate attitude of a 
royal paymaster—the representative of 
many millions and the holder of the 
royal purse. 

Said the speaker: “I think that the 
proper attitude of the adjuster should 


be one of intelligent and sympathetic 
co-operation with the claimant; that the 
claimant should be made to understand 
that the joint efforts of the adjuster and 
the claimant are to be used for the 
purpose of determining whether or not 
the claimant is justly entitled to what 
he claims. I cannot help believing that 
if the claimant is approached in this 
manner, if negotiations are handled in 
this way, even if the policyholder’s claim 
is declined, he will, at least, have the 
feeling that he has had a full, complete, 
fair and sympathetic hearing and that 
the difference between him and the ad- 
juster is a matter that two honest men 
might well differ about.” 


SEEKS CHANGE IN SURETY LAW 
Attorney General F. H. Davis of Flor- 
ida is planning to recommend to the next 
legislature to amend the law in such a 
way as to allow suits to be brought by 
liquidators of insolvent banks without 
the requirement of furnishing a bond. 
Under the present law, he said, a sure- 
ty company which pays a judgment se- 
cured by a preferred creditor against a 
liquidator becomes subrogated to the 
rights of the judgment creditor and has 
the same claim against the liquidator 


that the judgment creditor would have 
against him. 





It’s the TRUSTED 
EMPLOYEE ® ® 


In their solicitation of this “desirable 
class of business, FisD representatives 
have the advantage of being able to com- 
mand the assistance of the members of 
an organization which has specialized 
in the underwriting of all forms of 


Fidelity Bonds for more than 40 years. 





effectively controlled. 






O, COURSE, not every trusted 
employee steals. In nine cases out of ten, however, it will be 
found that the employees who have stolen were the ones least 
suspected by their employers as likely to go wrong. 


It is fine to have confidence in the integrity of one’s fellow 
men. Bitter experience proves, however, that in business it pays 
to buttress belief with solid assurance wherever possible. For 
human nature is not a quantity that can be accurately measured or 


That's why Fidelity Bonds are a necessary adjunct to sound busi- 
ness. By providing security against loss in the event of an em- 


ployee's dishonesty, Fidelity Bonds enable employers to conduct 
their enterprises without fear of the consequences of misplaced 


confidence. 


FIDELITY and DEPOSIT 
COMPANY of MARYLAND 


Baltimore 


Fidelity and Surety Bonds ee Burglary and Plate Glass Insurance 
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Extent of Aviator’s 
Liability A Problem 


J. B. MURPHY’S TALK AT OTTAWA 
Present Status Is Not Clear; Uniform 
Aviation Law of Eleven States 
Attacked As Unjust 





The liability. of aviators for damage 

done in airplane accidents was discussed 
_ before the recent convention of the In- 

ternational Association of Insurance 
Counsel at Ottawa by Joseph B. Mur- 
phy of Murphy, Mawhinney & Young, 
attorneys of Syracuse, N. Y. After 
pointing out the present uncertain state 
of affairs Mr. Murphy demonstrated how 
the aviator may be held liable in the 
future. Some of the high spots in Mr. 
Murphy’s talk follow: 

“At the present time there is a real 
need for certainty in the law fixing the 
liability resulting from operations of air- 
planes and other forms of aircraft. With- 
out the creation of definite rules of lia- 
bility, whether they be established by 
legislative enactment or court decisions, 
the members of the bar will be unable 
to properly advise their clients or to an- 
swer the many questions involved in avi- 
ation law, which will inevitably be pre- 
sented to them. 

“The aviator will soon contest his lia- 
bility for accidents just as earnestly as 
the owner of an automobile or the op- 
erator of a railroad does today. In- 
deed, it seems that already the tort lia- 
bility of the operator of an aircraft has 
become a prolific cause of litigation. 

“IT propose to discuss briefly the lia- 
bility to which the owner or operator of 
aircraft may be subject in the future and 
a few of the legal problems, which will 
have to be solved by attorneys, in order 
to prove or disprove such liability. 

“Several of the questions which ap- 
pear to me to be of outstanding impor- 
tance to the legal profession have been 
admirably summed up by Professor Bo- 


gert in an article entitled ‘Problems in 
Aviation Law,’ reported in Volume 6 of 
the Cornell Law Quarterly, and are as 
follows: 


A Few Probems 


“Ts the aviator to be likened to the 
operator of an automobile and proof of 
actual negligence—that is, the want of 
ordinary care—to be required for recov- 
ery? May the aviator engaged in car- 
rying passengers or freight be subjected 
to the civil rule sometimes applied to 
the common carrier on land, and be held 
to the same high degree of care? Or 
may it be said that injuries caused by 
aircraft are so generally caused by some 
form of negligence, and proof of actual 
negligence is so difficult, due to the 
usual destruction of the machine and the 
witnesses, that the maxim res ipsa lo- 
quitur should be applied and a presump- 
tion of negligence aid the plaintiff? Or 
should the law be so severe toward the 
aviator as to say that he is like one 
who cages a wild beast on his premises— 
absolutely liable for any damages oc- 
curring to anyone from this dangerous 
instrument which he has caused to come 
into the community? Or is one sending 
an airplane into the air bound to real- 
ize that he is creating a serious danger- 
ous condition, for the results of which 
he is absolutely liable ?’ 

“In a case decided in April of this 
year, an aviator in Wisconsin had land- 
ed his plane before the plaintiff could 
remove his own from a runway, causing 
a collision. The Trial Court instructed 
the jury that it was the duty of the de- 
fendant to use the highest degree of 
care. But the Supreme Court of Wis- 
consin held that the instruction was pre- 
judicial; that Wisconsin has adopted the 
rule that liability for collisions of air- 
planes in the air or on the ground shall 
be determined by the rules of law ap- 
plicable to torts on land, and that the 
degree of care depends upon the circum- 
stances in each case. 

Case Shows Modern Trend 


“In my opinion this Wisconsin case 


shows the modern trend in aviation law 
in establishing the liability of aircraft 
owners and operators in this class of 
cases, and in determining the degree of 
care to which they will in the future 
be held. 


“Eleven of the United States have 
adopted the uniform state law for aero- 
nautics, which provides as follows: 


“‘The owner of every aircraft which is op- 
erated over the lands and waters of this state 
is absolutely liable for injuries to persons or 
property on the land or water beneath caused 
by the ascent, descent or flight of the aircraft, 
or the dropping or falling of any object there- 
from, whether such owner was negligent or not, 
unless the injury is caused in whole or in part 
by the negligence of the person injured, or of 
the owner or bailee of the property injured.’ 


“Facts and circumstances may be en- 
countered which will justify a court in 
holding that the happening of an acci- 
dent raises a presumption of negligence 
which will place the burden of going for- 
ward with his proof on the defendant, 
or it may be that statutes will be enact- 
ed which will provide that the proof of 
the falling of an aircraft in itself may 
put the burden of going forward with 
the evidence on the defendant, but I can 
imagine no set of circumstances which 
would deprive a defendant of his right 
to show, if able, that he or his servants 
were free from the _ responsibility of 
blame. 


Doubts Constitutionality of Act 


“Indeed, there is a serious question in 
my mind whether such a statute as the 
uniform aviation act will ultimately be 
held in the United States to be consti- 
tutional, as it would seem that any stat- 
ute which imposes absolute liability, and 
takes away from the defendant the right 
or opportunity of defense, and deprives 
him of his day in court, would be, in 
effect, a taking of property without due 
process of law, in violation of the four- 
teenth amendment to the Constitution of 
the United States.” 


AD CONFERENCE PROGRAM 





M. J. Cleary, Northwestern Life, to Wel- 
come Delegates; Golf and Sightsee- 
ing Planned for Sunday 

The address of welcome at the con- 
vention of the Insurance Advertising 
Conference next week at Milwaukee will 
be given by M. J. Cleary, vice-president, 
Northwestern Mutual Life. Additions 
to the program include Clifford De Puy, 
Des Moines insurance publisher, who will 
talk on “Trading With the Trade Press,” 
and Ellsworth Geist of the S. D. War- 
ren Paper Co., who will give an illus- 
trated talk covering paper stock, cutting, 
printing and illustrating under the title 
of “The Proper Approach to Economy.” 

President Clyde B. Smith of the Na- 
tional Association of Insurance Agents 
will feature in his address “The Value of 
the Advertising Department to Produc- 
ers” and Homer Buckley, Chicago ad- 
vertising expert who electrified the con- 
vention a few years ago at Pittsburgh, 
will discuss “One Telling Phase of Di- 
rect Mail Advertising.” 

Entertainment features of the meeting 
for those arriving on Sunday will in- 
clude golf and a sightseeing ride around 
Milwaukee and in the evening there will 
be an informal get-together dinner with 
special musical program. At the Tues- 
day evening banquet L. C. Courtemanch 
of the Western Electric Co. will dem- 
onstrate the use of sound pictures in ad- 
vertising, supplemented by the cartoon 
talkie movies offered by the Aetna Life 
& Affiliated Companies. 





MEMBERSHIP NEARLY 200 


The International Claim Association 
has now a membership of nearly 200 
companies. Seven new companies joined 
the association during the past year. 
These were the Merchants’ Mutual Cas- 
ualty, Buffalo; Berkshire Life; Capital 
Life, Denver; Farm Bureau Mutual Au- 
tomobile, Columbus; Mutual Benefit ; Co- 
lonial Life and Continental of Chicago. 
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Power Plant 


A Winning Combination— 
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yours with ours 


Maryland Casualty Comp any 


Multiple Casualty and Bonding Lines 
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Great Resources 
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SIGNIFICANT FACTS 


London Guarantee agents can point to many spe- 
cific lines of business they have secured through 
the prompt co-operation of a Company executive. 


This is one of the oldest and strongest casualty 
companies in the world, but the personal contact 
of executives with agents is preserved. The good 
results of this system are facets that speak for 
themselves. 


LONDON GUARANTEE AND ACCIDENT COMPANY, LTD. 


J. M. Haines, United States Manager ¢ Fifty-Five Fifth Avenue, New York 





Go Straight 
to the Point 
of Authority 
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Some Do’s And Dont’s For The 
Local Agent Who Advertises 


As a forerunner of what is in store for the local agent at the Insurance Adver- 
tising Conference meeting next week in the way of brand new and workable ideas 
on insurance advertising, there is printed below a veritable agency guide-book on 
do’s and don’ts which, if followed conscientiously by the producer, will give him the 
mark of distinction as the leading insurance advisor in his town. 

These do’s and don’ts were culled from a recent talk by C. E. Rickerd, president 
of the Ad Conference and who is in charge of publicity and advertising in the Stand- 


ard Accident. 


Mr. Rickerd has urged on a number of occasions recently to advertise 


more than ever before during this period of depression because as buying confidence 
returns the agent who advertises will profit to a far greater extent than his non- 


advertising competitors. 


1. Hit and miss advertising is waste- 
ful. Decide to advertise systemat- 
ically even if on a very small scale 
and appropriation. 

2. Set up a budget for your advertis- 
ing expenditures and keep within 
the figure you have set aside for 
this purpose—but make it enough 
to reach your objective. 

3. Have some experienced advertis- 
ing man prepare a plan for the 
entire year. Stick to this plan for 
twelve to eighteen months. Adver- 
tising is like a snowball—it takes 
much pushing and time to roll up 
any results. 

4. A mailing list is very important. 
It will be an expense to you un- 
less you take the time to make 
it a list of prospects—not just 
names. 

Personal Follow-Up Important 

5. Follow up your advertising. Next 
to a good list this is most impor- 
tant if you would have results. 
Good advertising may warm up 
your prospects—may set the stage 
for a sale but unless you person- 
ally call, your competitor may land 
the business because he happened 
in at the logical time. 

Devote a certain amount of each 
day to following up the advertis- 
ing to your prospects. 

6. Campaigns should start on time— 
and a planned mailing schedule 
should not be broken. 

7. Diversify your advertising pro- 
gram. Do not use newspapers— 
blotters or golf balls to the ex- 
clusion of all other forms. 

8. A mailing piece pulls better if the 
return card is a part of the folder. 

9. The proper use of color will in- 
crease the returns from any mail- 

ing piece. 

10. First class mail pulls better than 
unsealed second class. 

11. Hand addressed mail, properly 
done in a_ personal-like manner 
seems to get faster attention than 
a typed envelope. 

2. Personalize your advertising as 


much as possible by using local 
names, incidents, dates and places 
wherever you can in the copy and 
layout. People are more inter- 
ested in something that comes 
close to home. 

13. In newspaper advertising try and 
get your ad in the same position 
on the same page each time it 
appears. 

What Not to Do 

1. Do not buy or use a campaign of 
which the parts are bought or fur- 
nished separately from different 
sources; do not relate to each oth- 
er and fail to work together. 

2. Do not buy advertising simply be- 
cause you like it personally. Your 
advertising is not supposed to 
please your whims. It has a defi- 
nite sales job and should fit into 
some part of your plan. 

3. Do not advertise to a particular 
group or body of people in which 
there are not a worthwhile num- 
ber of prospects. 

4. Do not spend more money than 
is necessary to reach your objec- 
tive. 

5. Do not be a “fanny-worker.” 
Nothing, to my mind, is so piti- 
ful as the agent who has sense 
enough to invest in good adver- 
tising, but is too slothful to drag 
his carcass from his office to fol- 
low up his advertising. He is like 
the town loafer, who, when kind 
neighbors offered him_ several 
bushels of .corn, opened one eye 
and asked if it was shelled. 

6. Do not advertise points which are 
of utmost interest to you but of 
little interest to the reader. 

7. Do not advertise to satisfy a van- 
ity rather than to gain a definite 
business goal. 

Trick Advertising Discouraged 

8. Don’t bite upon every advertising 
idea presented to you for sale. 
Your budget will soon fetter away 
on these wildcat ideas. 

9. Do not expect advertising to do 
something that a salesman could 








Marx Plan Debate 


(Continued from Page 40) 


convinces the state commission that his 
claim was valid. 


Rhoads Points to Weaknesses 


Just as Austin J. Lilly detected many 
flaws in the arguments put forth by In- 
dustrial Chairman Wilcox, so did Com- 
missioner Rhoads cite glaring weakness- 
es in the Marx arguments. He could see 
no incentive for safety on the highways 
under the compensation plan except the 
usual one of self-preservation inasmuch 
as every motorist would be taxed equally 
to pay the cost of accidents, the care- 
ful driver along with his reckless brother. 

As to Judge Marx’s estimate of the 
cost of a traffic accident compensation 
fund, Commissioner Rhoads pointed out 
that seven and one-half times as great 
an outlay is made in the industrial acci- 
dent field for compensating injuries and 


defraying the costs of hospitalization and, 


other expenses of this sort as is paid 
out in death claims. If a similar ratio 
prevailed in highway accidents, a fund 
of at least $80,000,000 annually, or more 
than $75 per motorist, would be required 


on the basis of the Marx figures, he 
said. Even under those circumstances, 
the compensation could not be equitably 
applied, Mr. Rhoads opined. Over half 
of the fatal traffic accidents, he cited, 
involve persons too young or too old 
to have economic value as productive 
citizens. 

While there was little additional dis- 
cussion of the subject during the for- 
mal session of the convention, lawyers 
in attendance took keen interest in the 
debate and .it is believed that the con- 
troversy started there may have its ef- 
fect at the 1931 legislative session in 
Michigan when some legislative panacea 
touching this particular matter will un- 
doubtedly be presented. The A. A. A. 
bill was introduced at the 1929 session 
but died in committee, largely because 
of the fact that it was tardily present- 
ed. It has been promised, however, that 
this measure will be reintroduced at the 
approaching session and, with the Michi- 
gan Association of Insurance Agents 


to give it support, its passage is consid- 
ered increasingly probable. 





do better. Remember that insur- 
ance advertising educates. It is 
not intended to bring in signed ap- 
plications as a general rule. 

10. Do not send out advertising that 
combines too much or too little 
of the writer’s personality. 


11. Do not use poorly prepared, 
cheap looking advertising. Re- 
member that your advertising 


pieces are your silent salesmen 
and often you are judged by im- 
pression. 

12. Do not use “trick” advertising that 
will take attention away from 
your sales message. Advertising 
is not supposed to make a “hit.” 
This often results in an eccentric 
presentation that goes over the 
reader’s head. 

13. Do not use “canned advertising” 
—the kind that every agent can 
buy. It has a bad effect on a 


prospect who may get the same . 


identical piece from your com- 
petitor. 

14. Do not attempt to write your own 
advertising. In the first place you 
are in the insurance business and 
should concentrate upon it. There 
may be some Bruce Bartons, Ivy 
Lees or N. W. Ayers hidden 
among you but a study of sales 
letters and local newspaper ads 
belies this probability. 

Resist that impulse! If you feel the 
urge to create, if you think you have 
a bang-up idea for a newspaper ad, don’t 
attempt to put the thing across your- 
selfi—present it to an experienced adver- 
tising man and let him work it out. 





GOES INTO COMPANY RANKS 

R. G. Dixon of Louisville, former dep- 
uty insurance commissioner of Kentucky, 
has been appointed state manager of 
the Interstate Business Men’s Accident 
Association of Des Moines, Ia. He will 
make his headquarters in Louisville. The 
company writes accident and health in- 
surance and has been in business in 
Iowa for twenty years. 





gone AND 
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W ORKING with its agents 
in building a closely-knit, effi- 
cient organization, the United 
States Fidelity and Guaranty 
Company continues an unin- 
terrupted successful growth. 


A fair attitude toward settle- 
ment of claims is productive of 
a high regard and good-will 
among both agents and as- 
sureds. 


Through the Fidelity and 
Guaranty Fire Corporation, 
you can write fire, automobile, 
tornado and allied lines, in ad- 
dition to specialty lines. 


UNITED STATES 
FIDELITY & GUARANTY 
COMPANY 


BALTIMORE - MARYLAND 





ALLIED COMPANY 


FIDELITY & GUARANTY 
FIRE CORPORATION 











MASSACHUSETTS ACCIDENT CO. 


BOSTON, MASS. 
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Established 1883 


OUR SPECIALTY: 
NON - CANCELLABLE DISABILITY COVERAGE 
Renewable to Age 60 


‘ _ 
TOTAL DISABILITY INDEMNITY 
Unlimited 


@ PARTIAL DISABILITY INDEMNITY 4 
¢ Unlimited or 12 Month Lim { 


WAITING PERIODS 
q 14-30-60 or 90 Days s 


al 


yor 








CuesTterR W. McNEILL 
President 
V. R. WEsTon 
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Indemnifiers for Forty-Five Years 

















~ FRANKLIN 
SURETY 
COMPANY 


123 William Street 
New York 


Fidelity & Surety 
Burglary 
Plate Glass 
General Liability 
Automobile Liability 


Traders Protective 
Bond 


























